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The Duty 


OCTOBER 26, 1918 


Number 5 


of Every Shoe Merchant 


“Carry On” 


T is the bounden duty of every retail shoe 
merchant and distributor of shoes to the 
public to instantly support the regula- 

tions, classifying shoes—A, B,C and X.— 
“CARRY ON.” 

It is the obligation of the retail shoe mer- 
chant to sell these shoes in the classes desig- 
nated at a normal percentage of profit.— 
“CARRY ON.” 

It is the war necessity uppermost in indus- 
trial co-operation towards winning the war to 
so purify store stocks that capital can be re- 
leased to provide the money and munitions 
necessary for victory—‘“CARRY ON.” 

It is to maintain the honor and integrity of 
the entire industry that retailers assume the 
responsibility of seeing to it that there is no 
profiteering, either by themselves, individually 
or by their neighbors and that such offenses be 
immediately reported.—“CARRY ON.” 

The faith of an industry is at stake if the 
plan of, classification—A, B and C, is not 
carried through, even though it is true that it 
is not the most perfect instrument for indus- 
trial use, but because it is the accepted method 
achieved by four months’ labor by represen- 


tatives of each division of the trade.— 
“CARRY ON.” 

Let your profits be a maximum of 33 1-3 
per cent in Class C, 35 per cent in Class B, 
and 40 per cent inClass A,andnomore. And 
the sales prices within the grades based on 
best values for the money. Remember that 
classes as set refer only to grades and not to 
quality. Do not fear competition which may 
sell an A class shoe at a B class price, for 
the integrity, prestige and good will of your 
store always determine the ultimate service 
to the customer. 

Remember if the plan as proposed and as 

now in force is not put into effect it is within 
very certain probabilities that the War Indus-- 
tries Board will incorporate its own plan of 
price stamping on the sole and that price mark 
will be cost at the factory. This is indeed. the 
menace that looms up at this hour, if the. 
Class A, B, C scheme does not prove success- 
ful in its acceptance by the retail industry, 
. It is bluntly put up to You and You and 
You to “Carry On,’’ or the drastic action plan 
of the Government goes into effect. . . 

Remember that it is a plan of ClassA, B, rs 
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of voluntary co-operation on the part of manu- 
facturers, wholesalers and retailers—that is 
now in force. Back of it is the War Service 
Committee of the industry itself and not the 
War Industries Board. Let that trade body 
fail and the War Industries Board claps on its 
original plan of a “Liberty” Boot with the 
cost marked on the sole. 

If you value the biggest asset of the retail 
shoe industry, live up to the spirit of the new 
regulations. The honesty of an industry is at 
stake. Can the retail shoe merchants of the 
country face any such criticism that it fell 
down on its own plan of regulation and the 
War Industries Board had to brand them as 
being untrustworthy and therefore must be 
policed with the strong arm of Washington? 
No, No, No! 

This is plain talk, but a crisis is impending, 
unless the Class A, B, C, regulation of the 
War Service Board goes over and is incor- 
porated in every retail shoe store of the United 


States. 





The Vultures Are Flocking 


PPORTUNITIES are profit-makers at every 

turn of the cards of business fate. If it is a 
high-priced market, they get in early, out soon 
and the shoe merchant holds the ultimate bag. His 
are the left-overs, representing profits measured but 
visible [F—and the if stands for a forlorn hope of 
selling the residue. 

Such is one problem, but here is the letter-bait of a 
new order. Sell what you have got and whistle for 
more is what it means. 

Out of Chicago, the Gans-Stevers Mercantile Com- 
pany comes the statement—‘It is reputed that the 
Government expects to regulate the shoe stocks ac- 
cording to the sales. We understand if,a man has 
more stock than necessary for his trade he will be 
stopped from buying more until his stock is down to 
a figure according to his sales.” 


Oct. 26, 1918 


How utterly absurd! 

No more possible or feasible for the Government to 
go into the homes of the people and say—‘‘We are 
regulating sewing machines and yours is not working 
—therefore, send it over to so-and-so.” 

And yet a Kansas merchant of good rating asks the 
“‘Recorder”—‘“Is what these Chicago people say 
true?”’ What a field for common sense in this war 
year! 

No—it is not true—neither is it possible. What is 
to be desired is a happy correction of stocks, so that 
capital may be released. It is for the good of this 
merchant himself, as well as for the good of the coun- 
try that shoe stocks in stores be reduced, but there is 
no need for wholesale sales to the “buying houses” 
who get a good living on the mistakes of merchants. 
Their pickings may be good if the merchant does not 
do for himself the elimination of waste and the con- 
servation of money, labor and time. 

The same letter reveals the self-interest of the 
Chicago concern responsible for the paragraph quoted 
above. It wants to buy the stocks because, ““We 
know where to dispose of them.” Try a little dis- 
posing yourself, merchant of shoes, and make it at 
regular prices bearing “A normal margin of profit” 
and make it in the season. Let the vultures get their 
offal of shoes when it is really “offal.” Today, good 
shoes are worth every dollar of their price in the regu- 
lar stores of the country. 





An Achievement by Organized 
Merchants 


N the defeat of the “Liberty Shoe” idea and the ac- 
ceptance of the three-class system of blind stamp- 
ing on the lining the retail shoe merchants of America 
come in for the greater credit. But for the strength 
of representation of retail shoe merchants, many pos- 
sible unsatisfactory methods of regulation might have 
been placed upon you, the retail industry. 

Before the recent regulations were administered, 
however, a retail corps of doctors were called in con- 
sultation. These were real retail shoe merchants. 
True there had been retailers in passive co-operation 
in all preliminary proceedings. They had set at the 
table and added their mite to the collection, but here- 
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Every Retail Association Should Telegraph War Industries Board 
Pledging Their Whole-Hearted Co-operation 


1.—The retail industry’s integrity demands successful application of Class A, B, C plan. 
2.—The honor of the craft depends on acceptance of Class A, B, C regulations. 
3.—Keep the faith by living up to your Industrial Pledge. 
4.—To cancel contract, to get from under an obligation, is unpatriotic. 
5.—Remember you are not buying letters ‘‘A, B, C,’’ but quality. The letter determines the Classification. 
6.—By turnover and by cleaner stocks are to come your real profits. 
7.—Integrity and honor mean more today—therefore, co-operation with Class A, B, C plan. 
8.—To miss fire on new Regulations is to draw more trouble later. 
9.—Keep the faith by keeping alert to conservation program. 
10.—If it is not Classes A, B, C, it will be cost price on the sole. 








tofore they had been in such small minority that they 
were easily over-ruled. But when a bunch of these 
live wires got into action there was something doing. 
They were salesmen with a capital S and like good 
salesmen they produced the goods; laid their cards on 
the table and convinced the leather men, the manu- 
facturers and the head of the War Industries Board 
that the retail shoe merchants were loyal and patriotic 
and if the dose was handed to them they would take 
it but it would probably prove fatal to a lot of stores 
both large and small. 

They sold the whole bunch on the idea of a pledge 
of patriotic co-operation with the Government to 
bring about the results that had been hoped for, and 
bring them about in a way that would prove beneficial 
to the consuming public without undue injury to 
merchants, wholesalers and manufacturers. 

And so was produced the pledge of the retailers to 
sell their merchandise at cost plus transportation plus 
a normal percentage of profit. It remains within 


the power of the Government to make further restric- 
tions and a more specific definition of ‘‘a normal 
percentage of profit’; to check up on any merchant 
who is reported as being unfair; but so long as he does 
the square thing he has nothing to fear. 

Look over the list of the merchants who accom- 
plished this achievement of salesmanship. We cannot 
here produce the names but every one of them is a mem- 
ber, and a working member of the National: Retail 
Shoe Dealers’ Association and only through the exist- 
ence of this organization, its influence and co-operative 
principles has it been possible to accomplish this 
most beneficient result. 

There is not a single retailer of shoes in this whole 
broad land who is not benefitted by this action and 
the least he can do to show his appreciation if he is 
not already a member of an association that is affiliated 
with the national body, is to at once mail his check for 
a year’s dues and ask for a membership blank. Get 
into the band wagon then toot your horn. 








IMPORTANT 
All manufacturers should apply immediately to the War Industries Board 
if they have not already received serial numbers. 


Chief Hide, Leather and Leather Goods Division. 


C. F. C. STOUT, 
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Active Meeting on Prices Held at 
Atlantic City 


By War Service Committee of Washington Wholesaler® 
and Retailers 

Atlantic City, N. J., October 23, 24.—Representative mem- 
bers of the manufacturing, wholesaling and retailing branches 
of the industry met here to consider range of prices at which 
Class A, B, C shoes are to be sold to the retailers, net. The 
first day’s session was an active one with strenuous debates, 
lasting until 11 o’clock in the evening. 

Every angle of the new regulations was considered in the 
presence of C. D. P. Hamilton of the War Industries Board, 
Shoe Division, who acted as presiding officer. His associates 
were: Irwin M. Krohn and C. Kenneth Chisholm. Their 
duties as advisors and interpreters were clearly defined by a 
letter from Chief C. F. C. Stout of the Shoe, Leather and Tan- 
ning Materials Section, in which he pointed out that the War 
Service Board constituted by representative members of each 
of the groups was the active promulgation and responsible 
party for the carrying on of the regulations, as determined. 


Value of Association and Unity 

If ever was demonstrated the value of association unity it 
was in the work of the members of each of the groups repre- 
sented. So national a plan of industrial control could never 
have been accomplished without such team work. The price 
work being preliminary and being subject to acceptance as 
feasible by Washington isnot yet made public to the craft, 
but will be released immediately upon contact with Wash- 
ington authorities. Suffice it to say that the interests of every 
shoe merchant were safeguarded by the vigilant group of rep- 
resentative merchants then present. 

The complete roster of workers follows: Frank R. Briggs, 
John S. Kent, Eldon B. Keith, Frank S. Farnum, Jonathan 
Brown, Jr., J. E. Rounds, Byron S. Watson, Edwin P. 
Holmes, W. Lee Brand, E. M. Scattergoods L. M. Taylor, 
C. W. Terhune, F. D. Ellison, Jos. I. Meany, Joseph Berberich 
F. A. Miller, Peter T. Hallahan, T. C. Mirkil, A. N. Blake, 
A. M. Creighton, Walter J. Hallahan, Joseph C. McKeon, 
William S. McKenzie, Irwin M. Krohn, C. Kenneth Chisholm, 
Lawrence Allen, A. H. Geuting, Andrew C. McGowin, Frank 
Payne, H. W. Cook, Theodore DeRider, John A. Bush, L. H. 
Downs, John Slater, Julius A. Goldberg, James P. Orr, H. 
Parrott, Herman E. Lewis, H. B. Scates, J. Henry Selz, Emil 
Weil, James H. Stone, Arthur D. Anderson. 


Atlantic City, October 24—On the second day’s session, 
complete unity of purpose marked the deliberations. J. 
Franklin McElwain was made chairman of the War Service 
Committee, National Boot and Shoe Manufacturers’ Asso- 
ciation, to be contact man with the authorities at Washing- 
ton; Byron S. Watson was made chairman of the War Ser- 
vice Committee, National Shoe Wholesalers’ Association, to 
serve in the same capacity and A. H. Geuting was made 
chairman of the War Service Committee, National Shoe 
Retailers’ Association, to serve in a like capacity. 


Regulations from One Source Only 


Just as soon as the glory of regulations of shoes trickles 
into the communities where vigilant Councils of Defense 
abide, then beware the pestilence. Let the shoe trade for 
self protection at least combine in urging that all regulations 
be confined to that ‘“‘by the War Industries Board.” 

Surely if any point of regulation is in error it is not difficult 
to get a representative hearing at the hands of the courteous 
members of the Shoe, Leather and Leather Goods Branch of 
the War Industries Board. 


Oct. 26, 1918 


For forty-eight states to interfere and for thousands of 
local councils to have their finger in the pie is to pile trouble 
upon trouble with no corps of “real shoemen’’ to cover the 
country, undoing the harm so easily placed upon an industry 
as a “‘war measure.” 

Therefore a hearty co-operation with the War Industries 
Board is to be desired—a signing of retail pledge cards, a 
writing for numbers on the part of the shoe manufacturers 
and a strict living-up-to of the profit and price schedules. 

If you want an example of “over-regulation,” take the 
plight of the retail grocer. 

The following story of experience with “Government 
Regulation,” rising cost of doing business and rising prices 
will interest every merchant. It would interest. consumer- 
customers, also. It is told by the proprietor of a big grocery 
store: 

“When this matter of Government regulation and restric- 
tion began, with rising prices of goods, and rising costs of 
every item of doing business, it had all of us about scared stiff. 
One restriction followed another, from boards, commissions, 
committees and single officials, national, state and local, 
until no grocer really knew whether he would be doing any 
business at all next morning. 

“T have been told that I must shut off all meat sales, on 
certain days; must sell only limited amounts of sugar, at a 
certain price; must sell only limited quantities of flour, and 
that only with other substitutes, some of which I had to 
scurry round to get; must keep open only certain hours; 
must pay certain wages for help; must cut delivery service; 
must file long reports as to stocks on hand; must keep lists 
of customers for certain kinds of goods; must pay heavy 
fines if 1 overlooked any kink or crook of the numerous new 
rules. Every one of these new impositions (except the 
limitation of delivery service) cost me money. 

“T simply had to raise prices, to meet expenses, and to 
provide for future risks, in the way of possible added restric- 
tions. There was. no telling what was coming next. A 
‘taking over’ bodily by the Government, perhaps—being 
put out of independent business altogether. Every grocer 
was in the same fix. And prices went up; a nickel or a 
dime extra on every peck of apples or potatoes; a few cents 
a package on package goods; a quarter or half a dollar on a 
sack of flour—altogether, it counted up quite a bit, when 
added to the ordinary margin. It was a case of float higher 
or go under. 

“An Irishman, when asked if he joined the retreat at Bull 
Run, replied, ‘Faith, them that didn’t are there yet!’ 1 feel 
like making a similar reply to the question of whether we 
have raised prices; those who didn’t are planted neatly 
out of sight, on the battle-field of commercial life.”’ 





Joseph A. Berberich on Minimum 
Wage Board 


Washington, D. C., Oct. 21—Joseph A. Berbrich, one of the 
leading shoe merchants of this city has just been appointed 
by the Commissioners of the District of Columbia, a member 
of the Minimum Wage Board. The Board will investigate 
matters relating to the compensation of women and minors. 
Mr. Berbrich’s term expires on January 1, 1921. In addition 
to being one of the leading shoe merchants of Washington, 
Mr. Berbrich has been a member of various business organi- 
zations for years. The Board is to meet within the next 
month and organize. A secretary is to be selected who will 
receive a salary of $2,500. The Board members receive no 
compensation. 
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More Turn-Over Than Ever Before 


Not “Profit Per Pair’? but Money Making Volume, Says John Slater to New 
York Association 


GENERAL meeting of the Retail Shoe Dealers’ Asso- 

ciation of New York was held on last week in the audi- 

torium of the Bush Buyers’ Bldg. and was very gen- 
erally attended. In addition to the general business of the 
meeting a program of entertainment associated with a 
Liberty Loan drive was the feature of the evening. 


Attractive Program 


Abbe Borde D’Arrere, a French priest who had personally 
taken many pictures of the battle-front in France, showed 
them on the screen and explained their pointsin aninteresting 
talk. Capt. Kelly of the Aviation Corps, who has just re- 
turned from the other side, related some very thrilling ex- 
periences of his own and his associates and conveyed an ad- 
mirable picture of conditions on the battle line. Mischa 
Elman, who as a violinist is too famous to require introduc- 
tion, also contributed selections and Miss Helen Adler accom- 
panied by Joseph Adler, sang. The entertainment was fol- 
lowed by the opening of a subscription drive for the Liberty 
Loan which was very successful. While the attendance was 
large it could have been unquestionably greater but for the 
influenza epidemic. As it is, announcement was made as a 
result of the efforts of the business and earlier work done in 
the trade, the Liberty Loan subscription on the part of the 
retail shoe trade had reached up to that date—$600,000. In 
opening the meeting Mr. John Slater, president of the Asso- 
ciation, gave a very clear explanation of the situation regard- 
ing present shoe stocks and their sale’ and its relation to the 
rulings of the War Service Board, as follows: 


President Slater Explains Regulations 


“This meeting was called primarily to bring to the atten- 
tion of the shoe trade in general, the knowledge that they 
have the privilege of disposing of all the goods on their shelves, 
even though they are in the restricted class, up to June Ist, 
1919. This means that should you have grey boots, Louis 
heel boots, turn boots, valued over $12 selling price, that you 
are urged and permitted to dispose of these stocks to the 
public on your normal profit basis. After June Ist, 1919, 
the sale price for boots is limited to $12. 


Co-operation of Public 


“The public at large is expected to work in conjunction 
and in harmony with the Government and purchase from the 
Retailers goods in the restricted class, thereby eliminating 
the great waste which would come if the public were to decide 
not to wear the particular footwear which has gone into the 
restricted class. We cannot say too much on this point, and 
we feel we must have the co-operation of the shoe buying pub- 
lic to purchase and wear these restricted shoes, so that should 
the war continue, the shoe stores will only have the particular 
footwear prescribed by the War Industries Board on their 
shelves and that at once we shall depart as a fancy shoe wear- 
ing public into a public wearing shoes of a more sensible 
character. 

A Reduction of Stock 


“The restrictions regarding colors, meaning dark shade of 
tan, black, and also all-white, will make quite a difference in 
the number of styles carried on the shelves of the retailer. 
The innumerable divergencies in the different combinations 


that have been called and asked for by our customers, will 
have been so revised under these new regulations, that our 
stocks will be depleted fifty per cent. 


Turn-Over the Money Maker 


“There is nobody doing business today who should not so 
shape his policy that he can make much more of a turnover 
than ever before. Turnover for the individual is the money 
maker, and the money getler. Many people in our line of 
business, feel that it is the profit per pair that makes the 
money. That is not good business judgment. During the 
war period, per pair profits must be eliminated from our 
thoughts. We must get down to a war basis with our stocks 
and learn to turn over our inventory twice as often as we have 
ever done before. 

Plan Well 


“Now what are we going to do with the money that we re- 
ceive from the surplus stock that we are carrying? We all 
know that our problems in the shoe business will be even 
greater than today. I predict that if the man running his 
business today, does not think well, and plan well, and harbor 
his capital, that when the reconstruction period begins, his 
difficulties in business will be almost unsurmountable. 

““My advice to every retailer in this country, is that when 
he depletes his inventory, that he buys as many Liberty 
Bonds as it is possible for him to carry. Easy terms can be 
made with the banks. The first ninety days you are carried 
along by your bank, and the interest earned by your Bond. 
After that it is a matter between yourself ‘and your bank. 


Another Argument 


“T want to make another appeal, which ought to mean to 
the retail shoe trade at large more leniency, more consideration 
from the War Industries Board and that if we as a trade show 
that we have the confidence to purchase bonds to a further 
degree than the amount allotted to us we shall stand in a 
position as one of the priority trades. Just think what that 
will mean to us. The War Industries Board, can in its wis- 
dom, dictate during this war period, any condition which for 
the time being, we must submit to. [ 


Good Work of Committee 


“Tt has only been through the desire and through the action 
of your representatives in Washington, that the orders from 
the War Industries Board were not very much more drastic 
than they are. Your committee representing the shoe trade 
was at all times ready to work with the Board and help guide 
them to intelligent and practical decisions. I do not mean 
to say that your committee had all its own ‘way, but I do 
mean to tell you that the conditions as first declared by the 
War Industries Board, would have been very much more 
drastic and much more difficult to do business under, than 
the conditions now imposed upon us. 


Retail Trade Patriotic 


“Success always attends those who endeavor to do what 
is right. There is no trade in this big country, which has 
shown itself so agreeable and ready to carry out the desires 
of the authorities, more so than this trade of ours. 

(Continued on page 30) 
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Correcting Information on Shoes Over 
$12 in Price 


Co-operative Retail Advertising Is Doing the Trick the Country Over---There 
Is a Menace to Sales if the Public Is Not Correctly Informed 


ERCHANTS the country over have written letters of 
M protest and have been indignant over misleading 

reports emanating from the Committee on Public 
Information, Washington, D. C., relative to the immediate 
operation of regulations. 


Example of ‘*‘Misinformation”’ 


The public has been given the idea that the shoe stores of 
the country, after October 15, would be selling shoes at not 
over $12 a pair. One store had the experience of a customer 
purchasing a pair of shoes, price $14 and then telling the clerk 


to hold the shoes until the 15th, when the Government prices 
would be operative. 


Chairman Baruch’s Correction 


Immediately upon observation of Associated Press dis- 
patches in garbed form, the alert associations of the country 
called upon Washington to correct the misinformation. 
Much good was done by Mr. Baruch’s statement to the 
public, which was published in last week’s ‘‘Recorder.”” The 
regret of it all is that a retraction or correction of a statement 
never travels with the first speed of misinformation, nor 
does it get the proper news- 
paper emphasis that was ac 











Government Explains 


Shoe Regulations 


Wi. From the Committee of Public Information 


B. M. Baruch, Chairman of the War ‘Industries Board, authorizes the following: 
“By November Ist, many of the shoe stores will have on their shelves the new 
classified shoes in addition to their present stocks at present prices. 


corded to the original. 


‘*Recorder”’ Alert to Situa- 
tion 

The ‘Recorder’ jumped at 
the possibilities of the news 
value of the explanation by 
Mr. Baruch and had prepared 
a full page advertisement, 
shown herewith. This was 
presented for consideration be- 
fore the Massachusetts Retail 
Shoe Merchants’ Association 
and a committee on publicity 
is now preparing for that 
association an extensive adver- 





“Reports received by C. F. C. Stout, Chief of the 
Division of Hide, Leather and Leather Goods 
of the War Industries Board, who is charged 
with the duty of putting into effect the new 
price regulations introduced by the Boot and 
Shoe Industry, show that satisfactory progress is 
being made toward the establishment of the new 
price scale. 


“This scale is divided into three classes, with the 
lowest minimum at $3.00 and the highest maxi- 
mum at $12.00. Glass ‘C’ has a ‘spread’ from 
$3.00 to $5.50; Class ‘B’ a ‘spread’ from $6.00 to 
$8.50; Class ‘A’ a ‘spread’ from $9.00 to $12.00. 


Into Class ‘C’ will fall 28% of the total output 
of the industry; Class ‘B’ will include 54% of the 
total output and Class ‘A’ about 18%. 

“Orders now in the factory are for Spring de- 
livery, so it follows that there will be a certain 
portion of the product offered for sale to the 
Spring trade at a price in excess of $12.00. 

“To permit these articles to be cleaned out and 
also to permit of the disposal of the present stocks 
priced above the top minimum, it has been agreed 
that those retailers specializing in high-priced 
goods shall be given until June Ist to liquidate 
all their stocks above the Class ‘A’ maximum. 











“In this connection, Mr. Stout desires to call the public’s attention to the fact that, up to the time limit 
set, there is no restriction whatsoever placed upon either the sale or purchase of these high-priced goods. 
On the contrary, those who can afford to buy them may be quite free to do so, since by so doing they 
will be co-operating in the liquidation of the high-priced stocks now on hand which, were they not 
disposed of, would work a great hardship to the trade. The public’s attention is directed to the fact 
that there would be no economic purpose served should the public fail to co-operate in the assimilation 
of the stocks on hand up to June Ist that do not fall within the range limits. 


“In socagting the plan, Bernard M. Baruch, Chairman of the War Industries Board, wrote the War 


Service Committees of the industry: 
“‘Ol course, it is understood that the quality and workmanship of these shoes are-to t: maintained to the fullest degree consistent 


with the new,price schedule.’” 


Arthur D. Anderson, Editor of the Boot and Shoe Recorder, states: 
“The human interest in shoe prices is universal. No nation on the face of the globe gives to its people. footwear as cheap in price, 


im compatison with the daily wage, as does the United State:. 


“There is style—there is service there is economy — in a good shoe. 
It Is Patriotic, as Well as Economical, to Buy Good Shoes 


Its price is usually an index of its worth to you.” 





THIS ADVERTISEMENT IS CONTRIBUTED FOR PUBLIC 
INFORMATION BY 
__.. RETAIL SHOE MERCHANTS ASSOCIATION 
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Full Page Advertisement Sent to 300 Newspapers in the United States 


tising campaign to be run in 
the Boston newspapers. Presi- 
dent Scates of the Massachu- 
setts Association is shortly to 
launch that campaign. 


Newspapers of Country 
Educated 


The “Recorder” sent out to 
some 300 newspapers in the 
country a full page as shown 
herewith and merchants are 
using the same in similar form 
or modifications to tell the 
true story to the public—that 
the shoe stores of this country 
have a right to sell shoes above 
$12 in price up to June 1, 1919. 
This is the big point to em- 
phasize and re-impress upon 
the public of this country. 
Every advertisement of high- 
grade shoes should have this 
story to tell, for there are but 
three months—November, De- 
cember and January for the 
sale of boots over $12 in price. 
After February 1, the public is 
prone to run to low footwear, 
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leaving the high shoe stock on the merchant’s hands, which 
he cannot hold over for another Fall season. 


Scare-head ‘‘Ad’’ Unfortunate 


It is regrettable that a scare-head advertisement of a New 
York shoe concern should have told of an ill-considered 
clearance of legitimate merchandise at a financial loss in a 
stampede to get rid of shoes over the prices of the new classi- 
fications. 

What Washington expects every merchant to do is to 
liquidate present high-priced stocks before June 1, 1919, and 
to use every reasonable effort to get these boots into the 
hands of the consumer as soon as possible, but there is nothing 
in the regulations to require merchants to take a loss in the 
liquidation process. ; 


What Washington Merchants Quickly Did 


The merchants at Washington, D. C., lost no time in taking 
the public into their confidence. In a full page advertisement 
shown here, a number of shoe houses co-operated in spreading 
information to the public. Theidea is most excellent and de- 
serves repetition the country over. Inthe advertisement of 
Berberich’s, you get an idea of what one store can do in full 
page advertisements along the 


BOOT AND SHOE RECORDER 








29 


grades, in fact all shoes over $12, will no longer be made 
and after we receive all that are now being made for us, we will 
not be able to get any more. 

“In addition to regulating the prices, the War Board will 
also regulate the styles. No more turn boots, no more white 
kid boots or light colors, nothing but black and brown leathers 
and white canvas shoes for next Fall. The only exceptions 
in turn boots will be old ladies’ comfort shoes and house 
boots. 

“The fact is that shoes of all kinds will be hard to get and 
some factories are now allotting to the retailer only 60 per 
cent of the shoes that were bought last season; that is, if we 
bought say 500 pairs last season, we would be allowed only 
300 pairs this coming Spring and Summer. 

“I might also mention special orders. ‘ These are restricted 
now to such an extent that already one factory has refused 
to accept any more, and we are daily expecting like notifica- 
tions from other factories. The special order for colors to 
match gowns is a thing of the past, and your customer will 
be obliged to content herself with the best she can find in 
stock. Stay away from specials if you do not want to dis- 
appoint your customers. If your customer insists, see me 
before taking the order. 

““You can very readily see from what I have just said that 





same order. 


Now when it comes to in- 
formation within the store, we 








can give no better suggestion 





than that used by a Louisville 
merchant in a letter to his 
clerks explaining the regula- 
tions and the mode of handling 


The TRUTH About the 
customer-complaints. The Shoe Situation = 








clerks are compelled to study Bernard M. Baruch, Chairman of the War Industries Board, Authorizes the Following: 
: 
the letter and to return to the cow caiergniae ‘a samy ot te cave sons wi have on tats tetig Ge sal a Nahas wanton 1 $1200. Clem “C” tas 2 “apse” tome 6580 00 
to $12.00; Into Class “C” will fall 28% of the total Cass 


manager a written acknowl- Reports received by CF 
edgement. 


of the new 
complete: pm 


A Letter Instructing Clerks 
on ‘Regulated’? Shoes 


“You doubtless have had 
some of your call customers 
tell you that they would wait 
until after the 15th of October 


would be able to buy them 
cheaper at that time, and I am 
wondering just what you had 
to say. 

“As you know, the War In- 
dustries Board will put into 
effect on October 15th, certain 


In accepting the plan. Bernard M 


restrictions regulating the ‘Ot cove it ts vader that the 

quality and workmanship of these shoes 

manufacture of shoes. These are to be muiniained 10 the fullest de 

. . e gree consistent with the new price 
restrictions will affect the sell- schedule“ 


The operations of the new regula 


ing price of the manufacturer , 
as well as the price to your 
customer, but will not affect 
the price of the shoes we now 
have in stock. These shoes will 


C Stout, Chief of the Division of Hide, Leather 


Here is the letter In stow at soy propos ben mae wed esse! 


This scale is divided into three classes, with the lowest misimum at $3.00 to the Shoe Section of the Hide, Leather ind Tanning Division. 
@Orders now in the factory are for S ap 

these will be a portion of the product ered for sale to the Spring 
trade at a price in excess of $12.00. 
Cleaned out and also to permit of t ie disposal of the present stocks 
priced above the top maximum,.it has been agreed that those retailers 
specializing in high-grade goods shall be given until June Ist, 1919, to 
liquidate all their stocks above the Class “A” maximum. 


@In this connection, Mr. Stout desires to call the public’s attention to 
the fact that, up to ‘the time limit set, there is no restriction whatso- 
2 ever placed upon either the sale or purchase of those high-priced 
to buy their shoes as they goods. On the contrary, those who can afford to buy them may be 
quite free to do so, since by so doing, they will be co-operating in the 
liquidation of the high- priced stocks now on hand which, were they 
not disposed of, would work a great hardship to the dealer. 


The public’s attention is directed to the fact that there would be no 

economic purpose served should the public fail to co-operate in the 
assimilation of the stocks on hand up to June Ist that do not fall 

within the range limits. 

Manufacturers and a committee of the 


Shoe Retailers. The first committee 
consists of J F McElwain of Boston, 


Baruch, Chawman of the War indu~ 


Gesu 3 Weesy Ode, Clee. The superior and very high-class footwear usually 
Frank R Briggs, Boston; F A. Miller retailed by the following a 
Columbus, H W Cook, Syracuse ers of W. will be 


Emil Weil, Brooklyn. The Retailers’ 


New York. J. P. Orr, Cincinnati, 4 
O'Connor, Chicago,*A. H. Geutl 
Phitadeiptua §=Warner Dyck. Attest, 

and Joseph Berberich, Washington. 


tions have been placed in the hands of 
the War Service Committee of the Shoe 


B. Rich's Sons 
Arthur Burt Co. 





delivery, so it follows that 


To permit these articles to be 





Owing to restrictions placed by the War Indastries 
Board during the war period— 





A mr yo and spring shipments have rv 

tee consists of John Slater of 

We we ae shoe dealers therefore recom- 
mend the early purchase of this merchandise 
while the opportunity offers. 


The Hecht Co. Edmonston & Co. 
Snyder & Little 

















be sold at present prices, ex- 
cept in some cases when new 
lots arrive that are now in 











works, the price will be ad- 
vanced. The $15 and $18 





Full Page Co-operative Advertising of Washington Shoe Merchants 
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shoes are going to be very hard to get and your customers 
will not have the variety of styles and leathers from which to 
choose, as some styles and leathers will go out of existence 
entirely. 

“‘Now, what did you say to your customer? Did you say 
‘Yes, you are right,’ or ‘I don’t blame you,’ or did you give 
her the facts as I have outlined above? This particular 
customer has been misled by the so-called ‘news item’ in the 
daily papers, and will thank you if you explain conditions to 
her and show her why it is to her advantage to buy now 
when she can get the kind of shoes that she has been accus- 
tomed to wearing rather than wait until later and be obliged 
to buy a substitute. 


The Truth on Regulated Shoes 


“‘Here are a few things to remember when talking to your 


customer who wants to delay buying her shoes until after 


the 15th of October: 

“1. ‘Regulated,’ shoes will not be cut by the manufacturer 
until the 15th of October. 

“2. ‘Regulated’ shoes will not be on the market for 30 to 
50 days after that date. 


Oct. 26, 1918 


“3. ‘Regulated’ shoes will not be of the same class of work- 
manship as our $14, $15 and $18 grades. 


“4. ‘Regulated’ shoes will be cheaper grades, not high 
grades cheaper in price. 


“5. ‘Regulated’ shoes will not affect prices of our present 
stock. 

“6. ‘Regulated’ shoes will drive some present styles from 
the market and if your customer wants a shoe we now have, 
she should buy before our present stock is sold. 


“7, Dealers will not be obliged to reduce prices of shoes 
now on hand, but will be given time to dispose of them at 
present prices up to June 1, 1919. 

“8. Your customer is performing a patriotic duty in 
buying shoes now in stock, thereby conserving raw ma- 
terial. 

“In conclusion I want you to understand how the new 
regulations will directly affect you. 

“When regulated shoes are on the market, the styles will 
be fewer’ and your customer will not be so hard to please as 
she will have made up her mind as to the style she wants 
before she comes in to buy. Sales will be made quicker, and 

the same volume of trade be 
handled by less sales people. 





BUT-— 
12.00 


The New $12.00 Maximum Shoe Price 
Determined Upon by the War Industries Board 
Is Not Effective Until June 1, 1919 


You Cannot Pay More Than 


For Any Shoe You Buy at BERBERICH’S 


RIGHT NOW 


“The salesman who is ‘on 
his toes,’ who can make good 
under the new conditions, who 
can present these facts to his 
trade intelligently is the man 
I want. 

“Please sign and return to 
me tomorrow. 

“Yours for the good of the 
service,” 





More Turn-Over 
Than Ever Before 


(Concluded from page 27) 

“Now by regulating our- 
selves and placing ourselves in 
that unique position of less 
inventory, bigger bank bal- 
ances, and a collection of 
Liberty Bonds that will bea 
credit to all of us, we can then 


look everyone in the eye with 
supplying every class of shoe 





A= please do not get the 
impression that these 
she stores are solely $12.00 
shoe stores. Quite the con- 
tary. for $12.00 ts our max 
imum price and we have @// + ne omen » Boos ree ; ee 
three classes O shoes deter ne 
mined upon by the War In- 
dustries Board 

The War Industries Board 
hy the way. fixed October 
15. 1918, as the approx:- 
mate date on which the cut 
ting of all shoes beyond the 
price fixed m Class “A™ 
would cease, except im any 
justified case, for which a 
special license must be pro- 
cured 

In short. BERBERICH S 1s 


Sonteaiineedionen tt 





Here Are the Three Classes of Shoes Determined By The War In- 
dystries Board With Maximum Prices Effective June 1, 1919. 
Referred to In Another Pari of This Announcement 


15) 58.00 or as near thus price as poamitbe 
eacred 


that fearless look,say, I have 
done my share for my God 
and for my Country.” 


need. and we- believe every 
pair of shoes we sell to be a 
Aittle better in quahty 8 & hitle 
/rwer in frie than the prices 
universally asked for similar 
qualities 

There 1s no need for us te 
speak of the Arghness of BER- 
BERICH Quality, or the fa 
ness of BERBERICH Prices 
to residents of long standing 
For the benefit of newcomers 
we would direct attention to 
the fact that this is **Wash- 
ington’s Largest and Most 
Progressive Shoe House" and 
assure them that ther first 
visit to ether of our two stores 
will convince thein as to the 
teasons why this 1s so 





Merchants’ Buying 
Shortens Trips 


The way retailers are buy- 
ing shoes for Spring is shown 
by the fact that the salesmen 








RIGHT NOW. as always, 





ESTABLISHED 1808 


813 Penna Avene ‘PRerberichys 1116-22 74s. Nw. 


Washington’s Largest and Most Progressive Shoe House 


of one Cincinnati factory have 
already returned from their 
trips, and in other cases the 
limited output and the busi- 
ness already booked is ex- 
pected to force the travelers 
in from the road before the 








Berberich Explains in Full Page Advertisement 


end of October. 
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Washington News 


Washington Is Today the Business Capital of the United States as Well as 
the Political Capital 


Kill the ‘Liberty Shoe” Idea’ 


There has been quite an undercurrent of discussion here 
during the last week relative to the new shoe regulations. It 
is understood that some shoe manufacturers are still strongly 
in favor of the original “Liberty Shoe” plan. Those who are 
satisfied with the present program not only feel that it will 
work out to the advantage of the consumer, but seem to feel 
that those favoring the “Liberty Shoe” Plan are doing so from 
selfish motives. There have been no steps taken which will 
tend to believing that the “Liberty Shoe” plan will be put into 


effect, but it is pointed out that even that plan is not impos- 
sible under the present arrangement. The matter will prob- 
ably receive some discussion at the conference of shoe men 
to be held next week under the call of the Hide, Leather and 
Leather Goods Division of the War Industries Board. 


Lists Prepared of All Bidders 


There is being established in the office of the Quartermaster 
General a centralized list of bidders on all articles purchased by 
the Quartermaster Corps. The list is for the purpose of 











War Industries Board Building and 
Other War Business Offices 


It is the patriotic duty of every 
retail shoe merchant to adopt at 
once the principles of the Class 
A, B, C Regulations. 
tegrity of an industry demands it. 


The in- 





The White House and President’s 
Office : 
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maintaining a closer relationship between the manufacturing 
and business concerns of the country and the procurement 
divisions of the office of the Quartermaster General. The 
Bidders’ List is being consolidated from the names of those 
concerns which have been doing or bidding on work for the 
Quartermaster .General’s office or for the Quartermaster 
Depots throughout the country, and to it is being added the 
names of those manufacturers and business concerns who make 
application for a place on the list. It is expected that when 
the work is completed there will be at the disposal of the 
procurement officers of the office of the Quartermaster Gen- 
eral, a list of firms which produce all the articles and materials 
needed by the Corps, through which the procurement officers 
can keep in close contact with the manufacturers and can 
communicate with them from time to time in connection with 
proposed purchases and requirements of the Government on 
the several items. This will not interfere with the present 
methods of advertising and publicity for Quartermaster Corps 
purchases. Work on the list is progressing rapidly and per- 
sons or concerns desiring their names recorded should send a 
brief statement of their facilities to the Purchase Records 
Branch, Supply Control Division, of the Office of the Quarter- 
master General of the Army, Washington, D. C. 


Join Quartermasters’ Department 


B. C. Tuthill, assistant treasurer of the Melville Shoe 
Corporation, New York, has been added to the Shoe Branch 
of the Quartermasters’ Department. G.A.R. Dalton, treas- 
urer of the L. A. Thompson Co., has been made chief of the 
Contract Record Branch of the Shoe Branch. First Lieut. 
E. S. Roche, ex-employee of L. K. Liggett Co. is now attached 
to the awards and recommendations section of the branch 
and he has as his assistant, First Lieut. F. A. Brown. 


Chief of the Shoe Division of Quartermasters’ Corps 


Chief Harsh, of the Shoe Division of Quartermasters’ Corps, 
is trying to arrange that contractors who accepted Quarter- 
master contracts for top lifts at 2lc. and half soles at 61c. 
be allowed the new Government price of 23c. and 65c. re- 
spectively. 


Fred Vogel President Tanners’ Council 


Fred Vogel was elected president of the Tanners’ Council 
at a meeting of the board of directors in Washington. Other 
officers are re-elected. Amendment to by-laws adopted pro- 
viding for directors from allied organization. V. A. Wallin 
elected chairman to the Council. Matter was taken up of 
inspection ot country and packer hides, also matter of daily 
market report from Washington ot sales of domestic and 
foreign hides and skins. 


More Top Lifts and Half Soles 


Quartermaster Corps is to open proposals October 25 for 
an additional 2,000,000 pairs each, half soles and top lifts. 

Contracts have been let to Tanners Cut Sole Co., Boston, 
for 900,000 pairs half soles and to Kreig Tanning Co., San 
Francisco, Cal., for 72,000 pairs each half soles and top lifts. 


Buyers Much Interested in Style Show 


_ The management of the Boston Shoe Style Show, to be 
staged at Symphony Hall, January 6, 7, 8 and 9, have at this 
early date received over 1,000 replies from wholesalers and 
retailers signifying their intention of being present at this 
forthcoming exposition of the New England Shoe and Leather 
Industry. 











It is fair to anticipate, therefore, that the attendance will 
easily include 3,000 to 4,000 buyers. 

The attending buyers can be assured seeing displayed at the 
show a most wonderful portrayal of beautiful, tasty and at- 
tractive footwear all made in strict harmony with regulations 
of the War Industries Board. ; 

It surely is worth while for every buyer—whether wholesale 
or retail—to see this display of leather, shoes and allied lines. 

The manufacturers who are contracting for space at the 
Style Show are those of country-wide reputation. These 
men are evidencing unusual enthusiasm in the enterprise. 





Death of Harry C. Wood 


Harry C. Wood, Comptroller of the International Shoe Co., 
St. Louis, died this ‘week, following a second operation for 
appendicitis. Mr. Wood was fifty-two years old, and leaves 
a widow and one son. He was born at Van Buren, Ark., and 














THE LATE HARRY C. WOOD 


engaged in the wholesale grocery business with his father 
until 1898. He then became salesman for Roberts, John- 
son & Rand Shoe Company and later advertising manager 
and secretary of the corporation. When the International 
Shoe Co. was formed Mr. Wood was elected comptroller. 
For the past five years, he has not been in good health, but 
not entirely separated from business. Since July 1, he has 
been assistant industrial regional advisor, St. Louis zone, 
under Jackson Johnson, regional advisor for United States 
Government. His funeral took place, Thursday October 24. 





Captain Swan Speaks at Luncheon 


On Wednesday, last, the Boston Shoe Trades Club had as 
its guest at the noonday luncheon, Capt. Carroll J. Swan of 
Company B, 101st Engineers, who gave an interesting talk 
on his experiences in the war. Capt. Swan says that the 
American Army is the best, physically and morally, in the 
world, that he is here on a furlough and plans to soon return 
to the front. Capt. Swan was introduced by the president of 
the Club, Everit B. Terhune. 
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Amendments and Additions to the 
Regulations of September 30, 1918 


It Is Important that New Features of the Regulations Issued by the War 
Industries Board Be Studied in Conjunction with Complete Report as 
Published in ‘‘Recorder’’ of October 5, Pages 22 to 27 Inclusive 


“SCHEDULE FOR SHOE MANUFACTURERS,” 
dated June 29th, 1918, are to be added to and con- 
sidered part of the ‘‘Amendments and Additions,” issued 
under date of September 30th, 1918. 
THE FOLLOWING APPLY TO CHILDREN’S SHOES: 


No. 28. Children’s Shoes: Infants’ sizes 4 to 8; chil- 
dren’s, sizes 814 to 1014; misses,’ sizes 11 to 2; made of 
both leather and fabrics, including the outside facings and 
trimmings, are to be restricted to black, a dark brown (the 
color recently adopted), and white. Patent leather may be 
used in black only. They may be made with black vamp and 
white top, of either leather or fabric. The above runs of 
sizes may be made in button shoes. 

No. 29. Babies’ Shoes: Babies’ shoes, sizes 0 to 6; soft 
sole baby shoes and babies’ moccasins, sizes 0 to 4; are sub- 
ject to the recommendations bearing date of June 29th, 1918, 


Ts following amendments and additions to the 


only. 
Erratum 

Paragraph No. 26 in the “Amendments and Additions,” 
issued September 30th, 1918, should be corrected to read as 
follows: 

No. 26. Perforations: All perforations should be elimi- 
nated except on the tip or imitation tip of the shoe. 

C. F..C. STOUT, 
Chief, Hide, Leather and Leather Goods Division. 


Official Statement on Retail Shoe Pledges 


TO THE SHOE MANUFACTURERS, SHOE WHOLE- 
SALERS AND MERCHANTS SELLING SHOES AT 
RETAIL: 

2, The Shoe Retailers’ pledge form should be signed by 
all merchants in the United States selling shoes at retail. 

2. Merchants accepting orders from consumers and 
delivering shoes direct to consumers by mail or express should 
sign the Retailers’ pledge form and be governed by the 
pledges therein set out. 

3. Mail order houses selling shoes at retail should sign the 
Retailers’ pledge form and be governed by the pledges therein 
set out. 


Cc. F. Cc. SPOUT, 
Chief, Hide, Leather and Leather Products Division 
War Industries Board. 


Official Interpretations of Certain of the Regulations 
of September 30 


The following text came too late for insertion in last week’s 
issue—a special bulletin was sent out, if it was not enclosed in 
your “‘ Recorder’, read the following carefully. 

B. M. Baruch, chairman of the War Industries Board, 
authorizes the following: 

To further clarify the regulations governing the recent 
standard shoe conservation program worked out by the War 
Industries Board with the shoe manufacturing industry a 


statement carrying a number of explanatory notes is being 
sent by the Boot and Shoe Section of the Board to shoe 
manufacturers. 

This statement was prepared to cover several matters of 
detail which have not been understood fully by the manu- 
facturers and about which there has been inquiry. The 
complete success of the shoe program, embodying the price 
spread, is desired and expected by the War Industries Board 
in the interest of all the people. Complete co-operation by 
the manufacturers, which is necessary, can be had only 
through their accurate understanding of regulations con- 
trolling the class grades within the price spread, the class 
letter and serial number required to be stamped in the shoes, 
and the authorizations, eliminations and restrictions of the 
Conservation program. 

Following is the explanatory statement: 


To the Shoe Manufacturers of the United States 


In order that shoe manufacturers shall have proper in- 
terpretation of the new additions and amendments, approved 
September 30, 1918, to the Schedule for Shoe Manufacturers, 
dated June 29th, 1918; and in order to answer inquiries 
received from the trade, the following interpretations are 
announced: 

1. Manufacturers should stamp the class letter in their 
shoes according to the grade into which the shoe falls. The 
retail price of shoe designates the grade. Shoes are not 
classified according to manufacturers; manufacturers can 
therefore, make shoes in all grades if they see fit. The manu- 
facturer should stamp his serial number in all shoes he 
manufactures. 

2. Serial numbers and class letters should be stamped in 
shoes in the following form and in letters not less than 3-16 
inches in height. 


Serial Class 


. The word serial should be placed over the serial number and 


the word class should be placed over the class letter: 


Class Letter Information 

3. Manufacturers seeking information as to the method of 
designating class and the stamping of the class letter in their 
shoes should communicate with Mr. Sol Wile, Secretary of 
the National Boot and Shoe Manufacturers’ Association, 
Granite Building, Rochester, New York, who will furnish 
full information. 

4. Wholesalers seeking information concerning the selling 
of shoes and the classification of shoes should communicate 
with Mr. L. N. Taylor, Secretary of the Shoe Wholesalers’ 
League, 127 Duane Street, New York City. 


Where Merchants Should Write 
5. Merchants selling shoes at retail seeking information 
concerning the classification of shoes and desiring to make 
any inquiry concerning the paragraphs in their pledges should 
communicate with Mr. A. H. Geuting, Secretary National 
Shoe Retailers’ Association, Philadelphia, Pa. 
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6. Imitation Louis heels are heels that have the appearance 
of Louis heels by having a curve in the breast where the 
heel joins the sole; leather heels of the spool heel type without 
the curve where the heel joins the breast are permitted. 
Covered wood Cuban heels, straight breast or military style, 
are permitted. ra 

7. All stocks of pull straps, top bands and labels now in 
the hands of the manufacturers or in process of manufacture, 
may be used until such stocks are used up in the ordinary 
course of business. 


Last Date of Restricted Leathers 


8. Leathers and“fabrics of colors restricted in the recom- 
mendations to Shoe Manufacturers of June 29, 1918, should 
not be cut for shoes on and after October 31, 1918. An 
extension of time was granted from October Ist, to October 
3lst. 

9. The leathers and fabrics of medium brown color, the 
color eliminated in the additions and amendments to the 
Schedule to Shoe Manufacturers, dated June 29, 1918, can 
be cut for shoes until the present stocks in the hands of 
tanners and shoe manufacturers, and the stocks in the 
process of manufacture are used up in the ordinary course of 
business. This refers to the medium brown only. 

10. It is the intent of the recommendations that shoe 
manufacturers eliminate single or special pairs of ornaments. 

11. The term pure wool can be interpreted as meaning 
100 per cent wool, also cotton back woolen fabric. Manu- 
facturers may use up their present stocks of woolens or 
cotton back woolen fabrics in the ordinary course of business 
until such stocks are exhausted. 

12. The recommendations have in view leather in sides or 
whole pieces and fabrics in whole pieces, therefore pieces or 
scraps of leather and fabrics of colors that do not come 
within the recommendation may be made into baby shoes, 
sizes 00-0-6, or used for inside trimmings in shoes of any 
character. 

Babies’, infants’ and children’s shoes in two-tone effects, 
or contrasting colors, are eliminated. 

13. Slides made of any material that are covered with 
leather are permitted, but uncovered slides of any material 
are eliminated by the recommendations. 


Limited to Three Straps 


14. The manufacture of strap slippers is permitted, but 
such slippers should not have more than three straps. 

15. Soft sole shoes should not be made in two-tone effects, 
or contrasting colors. 

16. Men’s, women’s and children’s barefoot sandals are 
permitted to be manufactured with cut-outs, but the recom- 
mendations as to the elimination of perforations should be 
adhered to. That is, perforations are permitted only on 
tips, or imitation tips. 

17. The manufacture of women’s, misses’ and growing 
girls’ white canvas button shoes should be eliminated. This 
includes shoes of medium or broad toes. 


A Ruling on Linings 
To Classify Any Misinterpretation 

In answer to an inquiry from a tanner of sheepskins the 
Hide, Leather and Leather Goods Division says: 

Concerning the lining of low cuts this Board has recom- 
mended the use of skeleton form or fuli fabric lining in low 
shoes where a good quality of sheepskin has been heretofore 
used. This is owing to the Government using the sheep- 


skin for jerkin leather. 
Concerning other leathers used for linings, would say that 
in the Recommendations of this Board the manufacturers 
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are asked to institute every possible economy in the spirit 
of the general plan for conservation in the industry, but where 
economical and practical the use of leathers, other than sheep- 
skin suitable for jerkin leather, would be permitted. 

There are no restrictions as to the colors of leathers or 
fabrics for linings. 





Death Claims Adam Schuch 


Cincinnati Leather Man Victim of Influenza 


Among the victims of the influenza epidemic that has been 
sweeping the country is Adam Schuch, treasurer of the Rupp 
& Wittgenfeld Company, leather and findings wholesalers, 
Cincinnati, Ohio. 

Adam Schuch’s life was an example of what honesty, hard 
work and thrift can accomplish. Ninteeen years ago, at the 
age of thirteen, he entered the employ of the old firm of Rupp 
& Wittgenfeld. From this humble beginning as errand boy, 





ADAM SCHUCH 
Cincinnati Leather Man Victim of Influenza 


through fidelity and hustle he rose in the estimation of his 
employes and his trade until the reorganization and incorpora- 
tion of the firm some time ago when he was made its treasurer 
and leather buyer. 

With all his other duties, he personally waited on a large 
clientele of customers whose confidence he gained and held. 
Many of these customers came from the more humble shoe- 
makers of the city, a majority of whom were of foreign birth 
or parentage and with these he not only acted in the capacity 
of salesman, but was their confidential adviser in matters 
pertaining to their business, and also to their private and 
family affairs. 

Many were the genuine expressions of sympathy from these 
customers when they learned of Mr. Schuch’s sudden death. 
And not only these men, but his business associates and the 
trade that visit the house of Rupp & Wittgenfeld mourn the 
loss of a true and trusted friend, as well as a man of unusual 
business ability. Mr. Schuch leaves a widow and a son, 
two-and-a-half years old. 
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Serious Shoe Situation Abroad 


Soldiers Need More Shoes—Therefore English Order for 
3,800,000 Pairs 


Washington.—Before some fifty shoe manufacturers, Col. 
Jesse Hardiman of the over-seas department of the Shoe 
Division of the U. S. Q. C. spoke of the soldier-shoe situation 
abroad. 

He had just returned from France and spoke for a 
short time on the shoe conditions in the Army and the need 
for more speedy production than at present. 

Col. Hardiman stated that the shoe situation is serious 
over there, and that many more shoes are needed than are on 
hand. The soldiers, he said, haven’t time to stop and grease 
their shoes to keep them in condition, because when the end 
of the day comes they want to sleep if they have the time 
and they don’t think much about taking care of their shoes. 
Because of the shoe shortage the Army Quartermaster in 
France has awarded contracts for 3,800,000 pairs of shoes 
from English firms, according to Col. Hardiman, and if the 
American shoe industry does not get on the job even more 
shoes will have to be ordered. Gen. Pershing is very much 
concerned, the Colonel stated, over the seriousness of the shoe 
situation. Besides, which, it was pointed out that the Winter 
campaigns which are about to start are very hard on shoes. 


American Army officers do not wish, Col. Hardiman stated, 
to purchase European shoes because they haven’t the proper 
fit and are not nearly as comfortable to the American soldiers 
foot as those manufactured in the United States. Each sol- 
dier is provided with an extra pair of shoes and when they 
“go over the top”’ the extra pair of shoes, and almost all other 
equipment is discarded by the American soldiers. It was 
stated that an effort is being made to keep from having these 
shoes wasted but that is the present condition and with the 
increased forces to go abroad increased shoes will be needed. 





True Americanization 
An “‘Alien Enemy’’ Buys Bonds $20 Per Week 


A most interesting example of Americanization is that of 
Karl T. W. Sprechert, an “‘alien enemy” at present working 
at P. P. Ford shoe factory, and who earns $30 a week, using 


$20 of it each week to pay for his Liberty Bond. In Germany 


he received only $12 a week for the work which now pays him 
$30 in the Rochester factory. A little more than 4 years 
ago the attainment of $30 a week was not dreamed of by 
Sprechert. Sprechert is able to live on $10 a week and spend 
the other $20 for a $1,000 bond. In his own words, these 
are the reasons for his so doing. 

“Tt helps the government a little, it helps me a lot; it may 
save my father and brother from being compelled to fight 
for the Kaiser and giving their lives for him; it helps to put 
an end to suffering in Germany where my parents have also 
to suffer; it may show other alien enemies that while they 
live here and are treated in a fair way by the United States 
Government, they should be thankful in return to the Gov- 
ernment for liberty.” 

Of course, Sprechert has an exciting history. He was born 
in Berlin into a family and a class that groaned under the iron 
heel of the House of the Hohenzollerns. When rumbling of 
the present war was heard, he was 18 years of age, subject 
to an early call to fight for the Kaiser. His brother was then 
12, and he fears now that this child, approaching manhood, 
will be conscripted. To escape military service, the 18- 
year-old boy got permission to visit Sweden. From there he 
went to Denmark, then to Norway, where he took passage 
on a British vessel and -ame to America. 


BOOT AND SHOE RECORDER 35 


New Jobbing House in Chicago 


L. M. Leon, eleven years connected with the shoe business 
in Chicago and recently associated with the A. B. Shoe Co., 
has severed his posi- 
tion with the latter 
firm and has formed 
the Leon Shoe Co. 
with offices on the 
eleventh floor of the 
Lees Bldg. The Leon 
Shoe Co. is specializ- 
ing in jobs of men’s, 
women’s and chil- 
dren’s shoes. This 
concern has started 
off with a big stock. 
Already four sales- 
men have been added 
to its organization 
and preparations are 
being made to handle 
a large volume of 
business. 





Newspaper 
Reports Play pe 
Havoc with png 

° Head of Leon Shoe Co. 
Retail Mer- Cidenns 


chants 


By AUSTIN P. HERMANN, Ex-President Ohio R. S. D. A. 
A recent news item, pertaining to shoes, emanating from 


Washington, and published throughout the land, stated that - 


the same quality of shoes now sold at prices asked, would be 
much cheaper in price. 

This statement is entirely misleading, and not commen- 
surate with the facts. We arepaying more for shoes instead of 
less, everything going into the building of a shoe has advanced 
wonderfully, help is scarce and wages higher than ever known, 
only sixty percent of shoes, usually turned out in the average 
factory per season can be produced, owing to the shortage of 
labor. The world is leather hungry, the markets are depleted, 
it takes months and years to produce the finished article. 
Should peace be declared the cry for leather from the warring 
countries will be tremendous, and prices will again soar, until 
this demand is met; then will come a re-adjustment of prices 
for commodities and labor, but not until then. 


Gray Boots and Patriotism Compatible 

I would like to say a few words concerning gray boots and 
gray leathers. 

It seems to me that the ban on the production of gray 
leather for shoes, should have first been taken up with the 
tanners, the source of supply should have been stopped, 
then the manufacturers would have had an opportunity to 
have cut up their gray and champagne stocks and gotten it 
into the market, as it is now, under existing conditions, there 
are thousands of dollars’ worth of these stocks in the hands of 
shoe manufacturers, which are lying dormant, and the manu- 
facturer is further handicapped by being out the use of his 
money — this is not Conservation. 

Gray is one of the predominant colors this season. 

Many are under the impression that gray should not be 
worn. The retailers should advertise and push their gray 
stock before it is toolate. Gray boots and Patriotism are com- 
patible. 











BOOT AND SHOE RECORDER 


= CIVILIAN SERVICE 
"3 SHOES > 


An Old Idea of Conservation 4 








Oct. 26, 1918 











elie i : 
' {it ac 

Tl TF i] levied Vivace 
elt uly TL i 
Only sho 











hes Made to Fit New Conditions 


IME was when the average gentleman of ordinary means 
whether he were farmer, artisan, merchant, or a member 

- of that almost undefinable class known as professional 
men, counted as necessary among his wardrobe both a pair of 
“Fine Boots” and a pair of “Everyday Boots.” This was the 
day of “Leg Boots.”” A man might be somewhat limited in hats, 
shirts, or neckwear, but the two pairs of boots were essential, 
not only to his comfort and convenience, but to his standing in 
the community. 

The “Fine Boots,” were made of calfskin, bark tanned, flesh 
side out, usually with morocco tops, generally with welt soles and 
often with one and one-half or one and three-quarter inch heels. 
They were dressed with paste blacking, brushed and made to 
shine as brightly as possible and were used, of course, for Sunday 
and other dress wear. 

”’ were made of kip, or other heavy 

Bottoms were 
Being essentially 


The “Everyday Boots 
leather, with good, heavy, substantial soles. 
usually pegged, either by hand, or machine. 
for harder, sturdier, wear, where appearance did not count for 
so much, they were dressed with dubbins, tallow, or some other 
material that would keep them soft and render them as nearly 
waterproof as possible. 

There is very little demand for leg boots today, but there is a 
demand for the conservation that they wrought in their day. 


‘Fine Shoes” and “Service Shoes’’ Needful for Every 
Man 

“Fine Shoes,” like the “Fine Boots” of old, are usually made of 
light-weight leather, with light-weight soles and are highly 
polished. The polishing material has a tendency to make the 
leather dry and harsh and does not aid materially in excluding 
moisture. 

There is a need, therefore, in the wardrobe of the ordinary man 
for a pair of “Everyday Shoes,” made of good, substantial 
leather, with heavy, sturdy soles for general wear; for tramping, 
golfing, garden work, mowing the lawn, and a thousand-and-one 
other things that Mr. Ordinary Man now does. Shoes that can 
be oiled and thus kept soft, pliable and impervious to dampness. 

There are many factories now making a line of what have 
usually been called Work Shoes, but which might more properly 
be termed “Service Shoes,” that have fitting qualities and finish 
superior to the so-called dress shoes of a generation or two ago. 
They are substantial and comfortable to wear and withall good 
looking. 


A Place for Service Shoes in Every Store 


Every store that caters to the general men’s trade whether in 
hamlet, town or city has a place for this sort of footwear both in 


regular length and in 12-inch and 16-inch patterns and can make 
it a very profitable part of the business, if he will go to it in a 
business-like, systematic way. 

It is necessary to carry this class of shoes in enough widths 
so that the man with the long, slim foot can be fitted as well as 
the man with the short, broad foot. 

It is possible that too much stress has heretofore been placed 
by the average store in its advertising of the “Dress” class of 
shoes and not enough space given to the advertising of “Service” 
Shoes. 


A Selling Plan That Proved a Success 


A factory making good Work Shoes some seasons ago prepared 
a heavy oil which kept the leather soft and added to the water- 
proofing qualities. It sold this preparation to dealers at a 
nominal price per gallon and also furnished a pan and a dauber, 
with which to apply the oil. In one store, at least, a large sign 
was printed and hung up in the Work Shoe Department, ad- 
vertising this service to the customer. Every salesman was in- 
structed to insist on every customer using this outfit free of 
charge and keeping his shoes well doped all the time. 

The customers readily took advantage of this service and the 
Work Shoe business of that store was doubled within six months. 
A certain amount of window space was allotted to Work and 
Service Shoes, which also helped to increase the business of that 
department. 

Service shoes are, on an average, easier to sell than dress shoes. 
The styles do not change materially and they are good all the year 
round. 

A customer will often buy pair after pair of the same style. 
It is simply a question of having his size. The factories usually 
carry the best selling numbers in stock on the popular widths, 
so they can be sized up readily. 

This class of shoes can therefore be merchandised on a little 
closer margin than regular Dress Shoes and yet yield a very 

‘satisfactory profit. 





‘Work or Fight’? Shoes 


“Work or Fight”—either event means heavy, substantial 
shoes. 

In one case the retail merchant supplies shoes and gets 
the profit, in the other case the Government supplies the shoes 
and the retail merchant must help pay the profit. 

He can only help pay by having the shoes to supply those who 
work—having the kinds needful to the work to be done and 
fitted so as to increase the efficiency of the wearer. 
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Shoes for Dress Plus Shoes for Service 
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T’S a long stride from the Don Pedros, Creedmores and 
Creoles of three or four decades ago to the good fitting, good 
looking, comfortable work shoes of today. 

In the olden days the “Paramount Issue,” as the “Great 
Commoner” would say, was wear—nothing but wear—very little 
consideration was given to neatness of appearance, good fitting 
qualities or even comfort. They were just shoes. Foot cover- 
ings to ward off contact with stones, briers, water and mud as 
well as frost bites and snake bites. With the passage of years it 
has been demonstrated that men could do more work and do it 
more efficiently if their feet were properly and comfortably clad. 
In consequence, the work shoe has been brought to a state of 
perfection that leaves little room for complaint. 

Work shoes today are made on lasts that give freedom for the 
toes, fit up well into the arch which prevents slipping at the heel 
and with all have a good neat appearance. A work shoe must 
necessarily be made to meet the requirementg of the wearer. 
That is, special shoes are required by workmen in certain 
activities. 


Leather Shoes with Leather Soles Still the Big 
Seller 


Certain industries require wooden sole shoes, others metal 
bottom shoes, still others rubber shoes or rubber soles, etc. 
But in the main a leather shoe with leather sole answers the needs 
of the great majority of workers and is, therefore, the shoe that 
commands the attention of the average merchant. 

No better bottom fastening has ever been found for the 
ordinary type of work shoe than the standard screw or similar 
metal fastening as is evidenced by the adoption of this fastening 
by the United States Government for trench boots and the 
heavier class of marching shoes. 

In this instance our Government is supposed to be profitting 
by the experience of England in the equipment of her armies. 
Metallic fastened bottoms are, of course, somewhat stiffer and 
more rigid than those made by Good- 
year welt process. However, the lasts 
and patterns in use in most factories 
making this class of shoes are so well 
worked out that good, comfortable 
shoes are assured, and with the neat 
stitching and edge setting now in 
vogue the appearance is all that 
could be desired in a good, sturdy 
service shoe. 

Since the Government has _ re- 
stricted the use of sole leather for 
civilian use to 8% irons or under, work 
shoe factories are using two or three 
soles when extra heavy soles are desir- 
able. These seem to be giving good 
satisfaction and amply meeting the 
needs. 


Changes in Labor Conditions 
Bring Changes in Footwear 
Some classes of labor have changed 

somewhat in the past few years and 

hence a change in footwear. This is 
notably so in the farming trade. 

The introduction of riding plows and 


Rapid Strides Are Made in Work Shoes 


Lasts, Styles and Workmanship All Contribute to This Great Advancement 








A Typical Work Shoe Following in General Lines 
the Munson Last 
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other machinery has brought a demand for a work shoe of a 
lighter, more flexible type, usually with heavy welted soles 
along the line of the Munson Army Shoe. This type of 
shoe is used very largely also by railroad trainmen, policemen, 
chauffeurs and others—where quick action is necessary and 
at the same time a good substantial shoe is needed. 

The average worker is today making much larger wages than 
of yore and is buying a better class of footwear. 


Rapid Development in Work Shoes—Merchants Show 
‘More Interest 


The following statement of a manufacturer whose large plant 
is devoted exclusively to work and service shoes tells the story: 

“We find that work shoes have developed very much in the 
last few years, which is very noticeable in regards to Goodyear 
welts and domestic Army shoe styles. There seems to be quite 
a demand for the more stylish and better grade of work shoe 
than ever before.” 

Merchants are beginning to take a more lively interest in work 
and service shoes, and are giving more attention to the fitting and 
advertising, in fact, making this a real department of the business. 





Height of Men’s and Boys’ Work 
Shoes Not Restricted 


There seems to be a misunderstanding on the part of some 
merchants relative to the recommendations of the War Industries. 
Board as applied to men’s shoes. 

The “Not to Exceed eight inches in height,” order applies only to 
women’s shoes. There is absolutely nothing that prevents men’s 
or boys’ high cuts being made or sold. Go as far as you like. 
Twelve, fourteen and sixteen-inch boots are necessities. These 
are work or service shoes. Work—therefore service—is more 
necessary than ever before. More work is being done—more 

work shoes must be sold. 


Millions of Work Shoes 


Due to New Needs of Industry 





Work shoes are sold everywhere. 
Even in the depths of the woods, 
miles and miles from town, are little 
box-like stores selling lumber boots to 
the “jacks.” All the way from the 
cross roads store of the village, to 
the beehive store of the big city, work 
shoes are for sale. 

There are boots for miners and 
quarrymen as full of hob nails as 
Pershing trench shoes, and some even 
have counters of steel. In contrast 
with these are light, rope sole slippers, 
for painters and decorators, who do fine 
work in homes where it would be a 
crime to scratch the hard wood floors. 
Then there are soft sole shoes, in which 
not a tack, nail nor metal eyelet can be 
found, because a bit of metal in these 
shoes might strike a spark in the pow- 
der factory in which the shoes are worn. 
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Specialties in Work Shoes 


They Will Help to Win the War and to make the Cash Register Ring 


are. Shoe merchants are realizing it everywhere. People 

are working more, to win the war. The more they work, the 
more shoes they require. And therein is the opportunity of the 
aggressive shoe merchant to increase the volume of his sales of 
staple work shoes, and to develop new specialties in work 
shoes. 

The only shoe man who dared to estimate the number of 
specialties in work shoes that are needed these days used the 
familiar figures “a thousand and one,” and that means most any 
big number. A glance at the bulletin of the Massachusetts 
bureau of labor showed that 240 different manufacturing in- 
dustries are listed. All of them have their special needs in the 
way of work shoes. Each of them has its sub-divisions and some 
of the workers in the various sub-divisions must have their special 


needs for shoes. 

These 240 different industries didn’t include any of the familiar 
industries, like farming, railroading, lumbering, fishing, driving 
express wagons, or automobiles, or fixing telephone wires, or 
digging ditches, or nursing in a hospital, or cutting granite, or 
laying cement sidewalks, all of which industries, essential to the 
life and well being of man, require their special types of footwear. 
Nor did they include firemen, policemen, letter carriers nor 
porters, nor window cleaners nor nursemaids, nor school teachers, 
nor ship riggers, or coopers, or, well, what’s the use, call it “a 
thousand and one”’ different occupations for the people of Massa- 
chusetts and the rest of the country. The figures are elastic 
enough to include everything, and remember everybody is work- 
ing and there are more than 100,000,000 people in the 
country. 

Let’s get down to the detail of the matter, the stuff that 
directly concerns the shoe merchant, the sort of shoes that make 


his cash register ring. 


[’ IS surprising the number and variety of work shoes there 


Work Shoes the Things to Sell These Days 
“Most certainly I am selling work shoes,” said the typical shoe 
merchant, with the initiative to grab the forelock of opportunity 
as it flies by. ‘Work shoes are the things to sell these days. 


Style shoes, freak and fad stuff are out of it, banned by the 


Government. Everybody works to win the war. Even the 
slackers are rounded up and put to work, and there’s a new army 
of shoe buyers whose business I am going after. 

“I’m handling shoes these war days that I wouldn’t have let 
inside my store three years ago. Iam advertising them, putting 
them in the window, and blowing about them, and I am selling 
them.” . 

‘“‘Let’s see some of your work shoes? Give us an idea of what 
you are handling? What kind of shoes make the cash register 
ring?” 

“Here are some of them,” said the shoe merchant, leading the 
way to his new work shoe department. 

“Here is a line of wooden sole clogs, uppers are of dope splits, 
you see. I sell them to young fellows who work at the milk 
depot, and in the ice cream factories. I guess these shoes are 
advertising themselves, for, lately, I have sold some of them to 
workers in factories. 

“Here’s another shoe that is a first class seller these days, 
an iron moulder’s shoe, of chrome calf leather, with a fireproof 
treatment on both sole and upper. Drops of molten metal wont 
burn through it. And if a mass of hot metal does fall on it, the 
foot can be quickly slipped out. ; 


Get in Touch with Accident Committees 


“By the way, if any of my friends in the trade want a tip on 
selling good work shoes, let them get into touch with the accident 
prevention committees, that are now in all first class factories. 
These committees will tell of a surprising number of accidents 
that happen to workers who have poor footwear. Stepping on a 
nail, that goes through the sole of the shoe and into the foot, is 
not the least among them. When you get into touch with these 
accident prevention committees, tell them about your good shoes, 
and it will bring business to-your store. 


Farmerette Shoes Featured 


“Another shoe I am selling this season for the first time is this 
farmerette boot, a rubber sole canvas top style. Women who 
have little gardens in the back yard buy these boots. Some 
prefer Boy Scout shoes. Three years ago, I would have chased 
out of the store any traveling salesman who tried to sell me 
Boy Scout shoes for women to wear. But I am selling them these 
war days, and they are among my work specialties that make the 
cash register ring. 

“The other day, one of my first class customers, insisted that 
I should get for him a pair of shoes like the new Pershing trench 
shoes. He runs a shoe factory of his own, making women’s 
shoes. He said he wanted those Pershing style boots for a 
fishing trip. I thought he was foolish. But the next time I saw 
him, a month later, he wanted to buy three more pairs of the 
same sort of boots. He said that he wore the boots on his farm,. 
as well as fishing, and that he got to praising them, and his farmer 
neighbors insisted that he get them some shoes just like them. He 
has sold a dozen pairs of these shoes for men, all to his farm 
friends, who live a hundred miles from my store. So you 
see there is a wide field for the sale of specialties in work 
shoes. 

“When the machinery shops in our city got busy making 
munitions, I noticed that the workmen were coming to me very 
often for new shoes. I saw that the soles of their shoes were 
being cut away by the iron filings on the floor. SoI got some hob 
nail shoes. At first, they wouldn’t hear of wearing them. But 
when I displayed, for advertising purposes, a pair of Army shoes 
full of hob nails, they began to buy hob nail shoes, to wear in the 
machine shops. So you see, if you keep your eyes open, you 
can work up a number of new specialties in work shoes, and they 
will help to make your cash register ring. 

“Of course,” continued the merchant, “I have always handled 
a special line of shoes for policemen and letter carriers, and I 
always plan to make a bid on rubber boots for firemen and city 
employees. I find that men who are on their feet all day long 
want stout shoes that will hold them up, yet with soles, welt 
sewed, and flexible enough to bend with their feet in walking. 
Most of my heavy work shoes are now metallic fastened. 


Have Distinguishing Names on Shoes 


“One thing I notice about work shoes is that you should have 
some distinguishing name on them, for the workman tests his 
shoes by wearing them, and when he finds a make of shoes that 
serves him well, he wants another pair just like the old ones. He 
remembers the name.” 





Try a Bulletin with a bargain or two under a small clock 
in your window—people will stop to get the.correct time 
and look at your display of merchandise. 
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The atmosphere of uncertainty which has enveloped the whole 
world is rapidly disappearing. Optimism is the spirit of each 
day everywhere—with the exception of the territories of the 
Central Powers. You cannot do otherwise than feel it, if you 
are at all sensitive to conditions. 
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Are You > 
_ Prepared ? 


For the heavy, dis- 
agreeable walking con- 
ditions that will be up- 
on us soon now. 


Winter is at hand 
and Fall is here. Our 
line of Fall shoes in- 
cludes many beautiful 
and practical examples 
of footwear, made to 
pear i pr pone = h. i No. 887, 25c 
po "Winter ate Fa 3 HERE is an old saying 
on _ T to the effect that “A 

man’s work is from sun 


: . . to sun; but a woman’s work 
The shoe shown above, for instance, is one that ° , ” 
is never done. 


is made for outdoor use—for walking about the A “in » sen 
city streets—shopping, and for general wear. It gon ie Fae 
is a high top, tan lace, dark shade, slim, tapering ey — bg h dl pre 
last, military heel, with a slightly heavier-than- _— eer: en oe shone 
usual sole. The price is $9.00. Ne ih sce“ ee eile pe 


hausted, sometimes, at the 
end of the day. Particularly 
when she has been wearing 
an old pair of shoes—designea 
for anything but the use to 
which they are put. When a 
woman spends the day, or 
BLANK’S her working part of the day, 

in a pair of run down shoes 
designed originally to be worn 
on dress occasions, it is any- 
thing but economy. It means 
exhaustion, nerves and droop- 
ing spirits. 

The shoes shown above, 
were designed and constructed 
particularly for work about 
the house. The leather is 
soft and pliable, both in the uppers 
and the soles. The heels are low 
and fitted with a rubber heel to 
take off the jar of walking. Any 
woman who tries a pair will find 
them so satisfactory that she will 
never be without them. 


The price is only $5.50 


At BLANK’S 


























No. 886, 25¢ 


Come into our store sometime as you are passing 
and look at the many beautiful models in our dis- 
play cases. It is impossible to properly show all 
our shoes in our windows. We want you to see the 
others, and you are under no obligation to purchase 
when you do so. 
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This general optimism is reflected in the aggressive advertis- Z —______. ____ 
ing campaigns springing up throughout this country. You =: 
must reflect your optimism to make it of the most value, and: 
the best, most economical and most effective way for you to z 
do it is through advertising. 2 
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No. 889, 25c 
Concerning 
A Man/’s Shoes 


A man’s shoes, as well as 
a woman’s, are keynotes to 


character. 

A slovenly shoe mars a man’s 
appearance, no matter how well 
dressed otherwise he may be. It 
is like the rough material show- 
ing through veneer to have dirty, 
wrinkled, shabby shoes showing 
below well-tailored, handsome 
clothes. 

Never try to wear a shoe that 
does not fit when you try it on— 
it will be out of shape long be- 
fore it is halfway comfortable. 
In this store it is against the 
rules for a clerk to allow such a 
fit to go out of the store. 

Never let your shoes get hard 
and dry. Do not dry a wet shoe 
until you have rubbed it well 
with a flannel and then with 
vaseline. Wash each pair once 
a week with a wet cloth and oil 
over night to keep in proper 
condition. 

If you cannot buy several 
pairs of shoes at once—watch 
for our announcements and you 
will frequently find excellent op- 
portunities to secure fine shoes 
for little money. 

You should have at least 
two pairs, as one should 
never be worn more than a 
day at a time. Let each 
pair rest a day between 
wearing—on a tree if you 
have one. 


BLANK’S 





























No. 890, 25c 


HERE is one way of 
being sure, when you 
buy a pair of shoes, 

that they are worth at 
least as much as you pay 
for them. You may not 
be able to tell good leather 
from bad; perhaps you 
cannot distinguish all the 
points of difference be- 
tween a thoroughly high 
grade shoe and one of 
rougher make. 

But it is your own fault jf 
you are imposed upon. You 
cannot be expected to detect the 
differences in material and con- 
struction, but you can take the 
precaution of making your shoe 
purchases where misrepresenta- 
tions are never for a moment 
tolerated. Such a place is 


BLANK’S 
at 447 Fifth Avenue 


Anything you purchase here 
is bound to be above reproach 
in style, quality and workman- 
ship. 

Come in and see the wonder- 
ful shoes we are offering at 
$5.00—$5.50 and $6.00. You 
will be surprised at the smart 
appearance of these shoes; and 
you will be more surprised when, 
after a few months’ use, you 
count the wearing qualities that 
are built into them. 
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les “his mind is like 

his walk.” So every 
woman ‘expresses in her 
step the state of her mind 
—her poise, her refine- 
ment, her failings. Free- 
dom and confidence do not 
find expression in her walk 
if the shoe cramps her foot 
or has lost its shapeliness. 
The shoe is considered one 
of the most important 
items of dress; it plays a 
most prominent part in 
supplying the finishing 
touches to one’s personal 
appearance. 

Our shoes are designed 
and made with thought 
only for the wearers. The 
excellence of material in- 
creases self-respect, the fit 
conduces ease, and the 
style imparts confidence. 
We are showing the very 
newest styles—a da pted 
for all occasions. 

Our prices range from 
$5.00 to $12.00, and every 
shoe is worth every cent 
you pay for it at 


BLANK’S 


Sie hi says of Hercu- 
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Soldiers First for Rubber Footwear 








Fighting men at the front are wearing arctics and rubber 
boots for protection against wet and cold. 

Keeping these men steadily supplied means a shortage 
for out-door workers at home. This may cause inconven- 
ience but, when lives are at stake, few will protest against the 
rule of “‘soldiers first.” 

Our’customers, we are sure, will cheerfully recognize the 
justice of this situation. 

We regret our inability at present to meet every demand 
for “U.S. Protected” footwear. 

We will have a limited supply and expect to be able to 
give all customers some goods. 


United States Rubber Company 


New York 
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BOOTS MAKING FOR THE 
ARMY 


But Shoe Production Being Rushed 
for Immediate Delivery 


The footwear factories are working 
to the largest available output, con- 
sidering the labor situation. With the 
forces decimated by the draft, as regards 
the men, and the deflection oi the 
woman workers by the offers of higher 
compensation in the munition plants, 
the output naturally is considerably 
below normal. Every factory is work- 
ing on boots, ninety per cent of which 
are for the United States Government. 
It is far from probable that shoe mer- 
chants will receive even a tithe of their 
boot orders. There will be some high 
lace and buckle gaiters, but these will 
go to partially filled orders taken months 
ago. Up to this week the weather has 
been most propitious, under the circum- 
stances, making the rubber footwear 
demand very light, while the manufac- 
turers are pushing as fast as possible to 
fill orders still on their books but not 
completed. 


NEXT SUMMER WILL BE A BIG 
TENNIS SEASON 


All Manufacturers Have Larger 
Orders Than Last Year 


That next summer will be a good one 
for tennis shoe trade is guaranteed by 
the orders in hand by those companies 
which make these lines a specialty. 
Several of these concerns have orders 
far in excess of their product in any pre- 
vious year. Some of the companies are 
instructing workers in the making of 
these goods, and have larger forces than 
in previous seasons. There is a tend- 
ency to reduce as far as possible the 
number of styles, which results in a 
larger aggregate daily output. Yet this 
reduction will not be so great, nor so 
general as to greatly restrict the variety 
needed to cater to the individual tastes 
of the retail customers. 

In this line of rubber soled canvas top 
shoes may properly be included the 
new working shoes thus constructed, 


which are showing a steadily increased - 
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The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 





demand, now that shoes of leather have 
advanced so heavily. 


CRUDE RUBBER STOCKS BEING 
ALLOCATED FOR GOVERN- 
MENT CONTRACTS 
While Prices Have Advanced Some- 
what in Early Forward Sales 


There is a better demand for rubber 
in the market than a week aga, mainly 
orders against allocations. While it id 
manifest that most of the large manu- 
facturers have anticipated their require- 
ments by recent purchases there are 
some who see the need of more stock to 
carry them through the present term 
under which the Government has re- 
stricted imports. In the primary mar- 
kets it is evident that rumors of a pos- 
sible early termination of the war have 
tended toward greater confidence which 
is manifested by a speculative rise in 
prices, though these are shown to in- 
crease, the further forward the delivery 
dates are located. There is very little 
free rubber in the market, and this is 
held at prices determined upon by 
mutual dickering, and private terms. 
But current quotations for early arrival 
are somewhat higher than those of a 
week ago, as follows: 


Maxi- Current 

mum  Quota- 

Prices tions 

Upper fine para........ $0.68 $0.63% 
Island fine para........ .59 .59 

Upriver coarse para.... .40 36% 
Islands coarse para..... 27 .28 
Caucho ball upper... .. .40 .36 
Caucho ball lower......  .36 .33 
RNs .55.05%5 95440 36 .29 
First latex pale crepe... .63 .62 
Brown crepe.......... .60 .56 
Smoked sheet......... .62 .61 
Mexicans and Centrals. 37 
Guayule wet.......... 35 

Guayule washed and 

WONG Poetics os Saas .48 


SCRAP RUBBER VERY QUIET 
Though Scrap Footwear , Shows 
Slight Improvement in Demand 


There is a slightly better movement 
in scrap boots and shoes, with a firmer 
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tone in such scrap, which does not ap- 
pear to have extended to tires and other 
kinds of waste rubber. The market is 
very unsatisfactory. Reclaimers are 
adhering closely to their policy of buy- 
ing only as positive demands require, 
and consequently stocks are moving 
slowly with prices favoring the buyer 
rather than the seller. 

The quotations in the principal mar- 
kets today per hundred pounds are: 

Scrap boots and shoes, Boston and 
New York, $7.50 to $7.80; Philadelphia, 
$7.40 to $7.65; Chicago, $7.30 to $7.40. 

Trimmed arctics, Boston, $6.30 to 
$6.60; New York, $6.25 to $6.50; Phila- 
delphia, $6.15 to $6.40; Chicago, $6 to 
$6.40. 

Untrimmed arctics, Boston, $5.10 to 
$5.50; New York, $5 to $5.50; Phila- 
delphia, $5 to $5.25. 


Rubber Notes 


The L. Candee & Co., New Haven, is 
planning a new restaurant for the exclusive 
use of its employees. It will be under the 
management of Ambrose Bradley, the 
head of the present lunch room on the 
premises. 

The Woonsocket Rubber Company has 
installed restaurants in each of its mills 
for the accommodation of its employees. 


No Trouble to Sell Goods 


J. B. Laughlin, who covers the large 
city trade in the Middle West for Emery 
& Marshall Company, says that it is no 
trouble whatever to get business on the 
“E & M LINE OF QUALITY.” In 
fact, Mr. Laughlin has so many orders 
booked ahead at prices representing 
high grade turned footwear that he has 
returned from his territory and is now 
at the factory, awaiting further instruc- 
tions before resuming his trip. 


No Novelty Leather 


Peabody platers and embossers of 
leather are making practically no 
novelty: leathers for the Christmas 
trade this year, but are as busy as can 
be, embossing or plating leather for the 
staple shoe trade. 



































‘Increase in Neolin Sole Trade” 


A Cleveland merchant says: “We have used a great many 
shoes with Nedlin Soles in our several shoe departments 
and find them very satisfactory. Our larger sale is in the 
Men’s and Boys’ departments, but we also carry large 
stocks for Women, Misses and Children. We find a steady 
increase in our NeGlin Sole footwear trade which can be 
due to nothing else than satisfied customers.” 


The Goodyear Tire & Rubber Company, Akror, Ohio 


NeslinSoles 


Trade Mark Reg. U. S. Pat. Off. 
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News in Shoe Markets 


and Merchandising Develop-~ 
ments im America’s Shoe Centers 


STVAUAATAANCCUEAAAAALOOODOUAAAADOARLLOVOAOUOOUOOAAAEAECAAUSCA GOO EAC COOOL OOOO QUOOACAGONOGLOCOOCOCECCCAGCATOOGCOOCUOCOGUOCOGCOUUAULEAACARAADLEAOACUTUUCUATOTONILOIALOCUULLAAI: j 


Rochester 


Holiday Merchandise on Display 


Miss G. German in charge of ladies’ 
shoe department at the McCurdy-Rob- 
inson store, reports that she is in receipt 
of all her holiday merchandise which 
was ordered the day after New Year’s. 
She has already on display a beautiful 
line of Daniel Green ‘“‘Comfy”’ shoes in 
only two colors, rose and blue. In addi- 
tion to this line, is a wonderful assort- 
ment of felt shoes in exquisite shades, 
braided, embroidered and with silk 
pom-poms and ornaments. The latter 
are made in Los Angeles and after hav- 
ing been dyed are supposed to have 
been dried in the sun so that they will 
not fade. 


Return from Lake Mohonk 


Frederick A. Sherwood of the Sher- 
wood Shoe Co. and Mr. Sherwood’s wife 
have returned from a visit in Lake 
Mohonk. 


W. I. B. Rules on Soft Soles 


Owing to the various interpretations 
of the recent rulings of the War Indus- 
tries Board as applied to the manufac- 
ture of soft sole shoes and moccasins, 
the Rochester Association of Soft Sole 
Shoe Manufacturers, at a meeting held 
in Rochester on Thursday, October 10, 
decided to send a representative to 
Washington to get a direct interpreta- 
tion of the rulings so that the several 
manufacturers of this class of goods 
would be able to fully comply with the 
wishes of the War Industries Board. 


Charles W. Anderson, Delegate 


Charles W. Anderson was_ unani- 
mously chosen as representative to go 
to Washington and on his return, had 
nothing but the highest praise for all 
the members of the hide, leather and 
leather products, division of the War 
Industries Board. He was accorded a 
hearty welcome and was shown every 
courtesy possible. 


New Clause Inserted in Regulations 


After Mr. Anderson explained that 
soft soles and moccasions were in a dif- 
ferent class than shoes in the ordinary 
sense of the word, and, by applying the 
new rulings to these shoes, it would 
force the manufacturers to use more 
leather than before, all members present 
unanimously agreed that it would be a 
mistake to apply these new rulings to 
these shoes and C. F. C. Stout, chief of 
the hide, leather and leather products 
division immediately ordered a clause 
inserted in a new bulletin reading: 
“Babies Shoes, sizes 0 to 6, soft sole 
baby shoes and babies’ moccasins, sizes 
0 to 4; are subject to the recommenda- 
tions bearing date of June 29th, 1918, 
only. 

Conserves Leather 


This will allow the soft sole manu- 
facturers to continue the use of colored 
fabric shoes and two-tone effects which 
they have been using extensively the 
past season. Also colored stitching and 
buttons which are used to make the fab- 
ric shoes and shoes made of leather 
pieces attractive. Every dozen pairs 
of such shoes that are made saves one 
skin of leather for other use. 


Liberty Loan Campaign Extended 


Although the Liberty Loan campaign 
has been extended here another week, 
in order to fill the allotted quota, those 
in the shoe industry have without doubt 
responded to the call with great pa- 
triotism. 


Additional Subscriptions 


Other subscriptions of individual shoe 
manufacturers are: 

D. Armstrong & Co., Inc., $50,000; 
Jos. P. Byrne of John Kelly, Inc., 
$1,000; Dugan & Hudson Co., $20,000; 
Albert E. Eastwood (additional), 
$20,000; Wm. Eastwood & Son Co. 
(additional), $7,000; Jos. Allen Farley 
treasurer (additional), $5,000; Martin 
P. Hunt, vice-president, C. P. Ford & 
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Co., $25,000; Joy, Clark & Nier, Inc., 
$10,000; Frank X. Kelly, president, 
John Kelly, Inc., $10,000; J. Raymond 
Kelly, vice-president, John Kelly, Inc., 
$10,000; John H. Kinne, secretary, 
C. P. Ford & Co., $2,000; R. H. Long 
Shoe Co., $5,000; Perfection Shoe Co., 
$1,500; Harvey H. Phelan, $1,000; 
Rochester Sterling Shoe, Inc., $1,000; 
Rochester Last Works, $1,000; Roches- 
ter Heel Co., $25,000; F. A. Sherwood 
Co., $10,000; Shinola Co., $100,000; 
S. B. Thing Co., Inc., $5,000; United 
Shoe Machinery Co., $25,000; United 
Shoe Reciprocal Indem. Exc., $3,000; 
Chas. M. Zohnister of John Kelly oe. bs 
$4,000. 


‘Doing Their All” for Uncle Sam 


What seems to be the very utmost of 


’ “doing their all’? for Uncle Sam and 


humanity is displayed by Blum Shoe 
Mfg. Co. of Dansville, N. Y. The 
wheels of progress of this concern, also 
the whole city, have been almost 
crippled by the present epidemic. As 
a result, the firm has sent out as many 
of its women employees who are will- 
ing to help nurse not only its own 
workers, who are stricken, but any cases. 
recommended by the physicians and 
hospitals; for this work, Blum Shoe 
Mfg. Co. is paying $3 a day. Also 
since the government has prohibited the 
manufacture of felt shoes, this and other 
firms are devoting their entire advertis- 
ing space in the “Boot & Shoe Re- 
corder’’ and other papers to Liberty 
Loan and other patriotic purposes. 

Sales Manager Reports on Western 

Trade 


T. J. LaLonde, sales manager of the 
Piehler Shoe Co., has returned from a 
Western trip at which time he visited 
anumber of the largest retailers in the 
country. 

He found that the retail shoe mer- 


* chants throughout the states are selling 


so many shoes, and anticipating diffi- 
culty in procuring stock that they are 
placing orders very early and freely. 
The Piehler Shoe Co., one of the highest 
grade concerns making growing girls’, 
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Shoos You 
the Shoos You ‘ig 





P. J. Harney Shoe Co. 
Factory, Lynn, Mass. 


Boston Office 
183 Essex Street 






7TOMEN’S 
ELTS 

















Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
*4 Oxfords and Pumps 
Y In Stock Ready to Ship 
Also Nifty Boots in All Lead- 


ing Shades 
Write for Samples 
1312 Washington Av., St. Louis, Mo. 























The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 




















G@oies 


Women’s McKay and Welt Shoes, Stylish 
at all times and values that stand alone 
at their prices. 


Cotter Shoe Co. - - Lynn, Mass. 
Boston Salesroom, 212 Essex St. 

























1508 WASHINGTON AVE. 
St. Louis.Moa 


Novelties in Stock 
For At Once Shipment 





















The Easiest Selling House Shoes 
9 


Large 
Variety ym 
ene Turns 


wuss COMFORT = 
Lane Brothers Co. aca.) ave. Boston 


















W.C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany Bld., Boston 


New York Office, 127 Duane St., Room 32 


















bie Line of 100 Styles 

f Comfort Shoes 
Juliet — Oxfords -- Bails 
Polish—-Button— Theo 
Ties — Three Points — 
oases Front. Oxfords — 
ndals, ete. 


Lined — Men's Slippers 


TIMSON BROS,, Ine, 
Boston. Mass. 
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misses’ and children’s shoes in the 
country, has been affected by the new 
Government regulations in their calk- 
skin shoe line. The regulations will 
practically eliminate this line from the 
Piehler Shoe Co.’s sales. This firm has 
also discontinued making sizes 2 to 5 
and 5 to 8 infant’s turn sole shoes. 
They still retain the sole rights to the 
patent on babies’ welts in 5 to 8 run. 
This patent belonged to the late Michael 
J. Maloney. 


Death of Thomas Murphy 


Thomas Murphy, well known in shoe 
manufacturing circles, died on Thursday 
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morning, October 10, at the home, 26 
Swan Street, aged 76 years. He had 
lived for 40 years in the sixth ward. 
He came to Rochester 40 years ago from 
Auburn, where he was superintendent 
in the Auburn prison shoe factory. 
When Mr. Murphy came to Rochester 
he became superintendent of the Behn 
& Young Co., later was superintendent 
with the Thos. Bolton Co., and still 
later was with the Joy, Clark & Nier Co. 

Mr. Murphy leaves his wife, Mrs. 
Sophia Murphy; a son, Thomas C. 
Murphy, and two sisters, Mrs. Etta 
Kelly and Mrs. Thos. Dunnigan, both 
of Auburn. 


San Francisco 


A. Katschinski Liberty Loan 
Speaker 


A. Katschinski of the Philadelphia 
Shoe Company has been appointed a 
four-minute speaker. This company 
was one of the first of the downtown 
business houses of San Francisco to put 
up a 100 per cent honor flag in the 
Fourth Liberty Loan drive. At a rally 
$18,500 worth of bonds was subscribed 
in ten minutes by the firm and its 
employees. 


Oakland Store Opens in February 


According to present plans, the new 
Oakland, Cal., store of the Philadelphia 
Shoe Company will be opened in Feb- 
ruary. Possession of the premises will 
be secured the first of January, and the 
work of remodeling the store and 
equipping it to suit the needs of the 
new tenants will be rushed to comple- 
tion. Orders for the opening stock 
have been largely placed already. It is 
the aim of B. Katschinski, head of the 
Philadelphia Company, and his two 
sons, Harold and Alfred, who are asso- 
ciated with him in business, to have the 
new store embody the latest features of 
modern shoe-store arrangement and 
equipment. They state neither time 
nor expense will be spared in accom- 
plishing this purpose. 


Oxfords and Pumps Move. Briskly 


Though business in practically all 
lines, including the sale of shoes, has 
had to gve way more or less to the 
Fourth Liberty Loan drive, still the de- 
mand for footwear leaves no special 
ground for complaint here, according to 
reports from a number of the down- 
town stores. September closed a satis- 
factory month, everything considered, 
and October has started off with a rea- 
sonable degree of activity in the sale 
of shoes generally. Notwithstanding 





heavy rains during the past month, the 
call for oxfords and pumps continues 
brisk and preference is shown for colored 
shoes. 


Shoe Merchants Linked with 
Patriotism 

Several of the shoe houses entered the 
local Fourth Liberty Loan window dis- 
play contest, and it is gratifying to the 
trade that a shoe window took one of 
the prizes. The honor went to Sommer 
& Kaufmann in recognition of the dis- 
tinctive and appealing exhibit, which 
they featured in their large Grant- 
Avenue window. Under the caption of 
“‘Keep these off the United States ”’ ap- 
peared a pair of blood-stained Hun army 
boots in appropriate setting, thus link- 
ing up the shoe business with the idea of 
liberty. The display was awarded third 
prize. 

Visitors 


Frank E. Dunne, shoe dealer of Stock- 
ton, Cal., was a recent visitor in San 
Francisco; also J. H. Berry of Sacra- 
mento and M. P. Burns of Los Angeles. 


Big Demand for $16 and $18 Shoes 


The White House, which operates a 
large shoe department, for both men 
and women, will soon extend its floor 
space materially by occupancy of the 
entire four-story building at the corner 
of Post Street and Grant Avenue. The 
premises are undergoing a thorough 
renovation, which practically amounts to 
rebuilding. The work is being rushed 
with all possible speed, so the new addi- 
tion will be thrown open at an early 
date, thus giving all departments of the 
business room to spread out a little. 


“George D. Harron, manager of the 


ladies’ shoe section, reports business 
well up to expectations, the call for $16 
and $18 shoes being as brisk asever. A 
special war-time feature at this store, 
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which has attracted much attention, is 
the singing every day at noon of patriotic 
songs, under the auspices of the San Fran- 
cisco War Camp Community Service. 


R. H. Hibberd Reports Favorably 


R. H. Hibberd, manager of the Pacific 
Coast stores of the Regal Shoe Com- 
pany, has just returned to the San 
Francisco headquarters at 772 Market 
Street, after spending some little time 
in the Northwest, during which he in- 
stalled new managers at the Regal stores 
inj Tacoma and Seattle, Wash., and 
visited the new store, which the com- 
pany opened recently in Portland, Ore., 
under the management of John J. 
Cheeves, formerly assistant manager of 
the}San: Francisco store. Under the 
new arrangement L. P. Furlong is mana- 
ger of the Tacoma store, and A. Word- 
leigh has charge in Seattle. Mr. Hib- 
berd reports business generally good in 
the northern cities, and the outlook es- 
pecially bright for the new establishment 
in Portland, where initial sales have ex- 
ceeded expectations. 


Five Royal Stores on Pacific Coast 


The Royal Shoe Company has sold 
its store in Los Angeles, Cal., to Choli- 
ner Bros., the new owners taking over 
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the entire stock, fixtures and good-will 
of the original proprietors. The busi- 
ness was established in Los Angeles 
about three and a half years ago. Max 
Tobias, former manager, will continue 
in charge under the new ownership. 
The sale of the Los Angeles establish- 
ment leaves the Royal Shoe Company 
five stores on the Pacific Coast—two in 
San Francisco, two in Oakland, Cal., 
and one in Seattle, Wash. It is under- 
stood preparations are under way for 
opening a store in Portland, Ore. The 
Seattle store, which is the latest addition 
to the chain, is making a splendid show- 
ing, according to J. L. Zingelmann at the 
main office in San Francisco. A. J. 
Hildebrant is the manager. 


Fred W. Gerlach-in Larger 
Quarters 


Fred W. Gerlach, agent for ‘‘Ground 
Gripper” shoes, who operates under the 
name of Gerlach’s, has moved from 173 
Sutter Street, San Francisco, to larger 
and more desirable quarters at 543 
Market Street. The new place was 
thoroughly renovated before occupancy, 
and is nicely fitted up throughout. In 
the new location on the city’s main 
thoroughfare, business is expected to in- 
crease at a rapid rate. 


& ou th 


Epidemic Rages—Business Quiet 


Things have been rather quiet with 
the Louisville retailers for the past two 
weeks on account of the influenza epi- 
demic. All theatres, schools, picture 
houses, dance halls, and public halls of 
every sort and description are closed. 
Chairs have been removed from the 
lobbies of all hotels to prevent congre- 
gating. The State Board of Health has 
called off all conventions and business 
meetings of organizations, and special 
“sales.” The result has been that 
there has been nothing to bring people 
downtown, and things have been 
deader than they have been known in 
years. At Camp Taylor there are sev- 
eral thousand cases of pneumonia and 
influenza, and many deaths have re- 
sulted. Many cases are being reported 
in the city. However, the trouble 
appears to be fairly well checked, but 
it is hardly expected that amusements 
will open up again before the middle of 
November, and with the exception of 
business from such people as have to 
have merchandise, indications are that 
things will be quiet. Advertising in 


the newspapers has been greatly cur- 
tailed by the local retailers, as it fails 
to draw business. 


“Fighting Fourth’’ Over-Subscribed 


The Fourth Liberty Loan drive went 
over in Louisville in great style. After 
a hard week’s drive the committees re- 
ported that the allotment of neariy 
$17,000,000 had been over-subscribed, 
and the drive came to a close. Louis- 
ville was one of the first cities in the 
country of more than 200,000 popula- 
tion to go over. The shoemen contrib- 
uted liberally, and a large number worked 
on the teams in the drive. 


Sergeant Brett Cited for Bravery 

Ralph U. Brett, son of C. E. Brett, 
president of the Stewart Dry Goods 
Co., of Louisville, and a sergeant in 
Company B, 307th Infantry, A. E. F., 
who has been in France for many 
months, was in the first division assigned 
to duty on the French front. He has 
had many narrow escapes, but has 
escaped unwounded. He was recently 
cited for bravery in connection with 
operations in the Forest of Argonne, as 
follows: “Sergeant Ralph U. Brett, 
on an advanced post, remained on duty, 
although his helmet had been pierced 
by a shell fragment, stunning him for 
several minutes. Although the enemy 
was filling the section with gas, he 
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men’s Wwomen's Shoes | 








oo 
tyle 
Oo Specializers 
0 
Women’s 


1400 
Washington Ave., Novelty 
St. Louis Sboes 











FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete line of 
Women’s Medium and High- 
Grade Welts 


IDEAL. VOGUE SHOE CO. 
HAVERHILL, MASS. 


Boston Office, 207 Ennex St.. Room 218 











fein Shoes 


Bluestely 


Te FINE SHOES IN ben 


173 SUMMER STREET 
BOSTON, MASS. 

















MON coo Rom SHOE CoO. 


eade St. 
New York, - - N.Y. 











Mak. gee 


hildrens 





SOFT SOLES 
A Wonderful Line for the Whole- 
saler All leather 3.25 up 
Aiso'a Tine of Ladies 






and 75c, per doz 
NU BARBY SHOE CO., East Lynn, Mass. 


ow and 2 plece 











Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 
HenryKleine& Co. 


Chicago 
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Were PBuy 
STOCK DEPTS <> 


IS AT YOUR SERVICE 


THE STETSON SHOE CO,INC) 
SoutH WEyYMOuTH,MASS. _| 

















HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 

















REPBERT P GLEASON. GEORGE 0 GLEASON. 





OFFICE AND FACTORY 
CWARK, NS 
s 
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advanced to an exposed post and made 
reconnaissance of the German lines 
with glasses, so close that snipers 
shot at him repeatedly. Finally he 
returned safely with the needed in- 
formation.” 


Death of Howard Honaker’s Wife 


Howard Honaker, manager of the 
shoe department of Herman Strauss & 
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Sons Co., recently lost his wife, who 
died following a short illness. Mr. 
Honaker is a very well-known - shoe 
man, having at one time been manager 
of the Fourth Avenue house of Honaker 
& McGinn, in which his late brother 
was interested, and later manager of 
J. Bacon & Sons. He succeeded A. J. 
Wittig at Herman Strauss & Sons Co., 
about four years ago. 


Chicago 


Loan Over. Merchants Getting 
Ready for Bigger Business 


Retail business was to a large extent 
retarded during the last week of the 
Liberty Loan drive. All the stores have 
felt the effect of the decline in purchas- 
ing, but with the campaign over they 
are all getting into harness to sell more 
shoes and revive conditions to their nor- 
mal level. Another factor that acts as a 
reaction on retail trade is the spread of 
the influenza epidemic and the drastic 
measures the health authorities are 
taking to counteract it. All theatres, 
dance-halls, club meetings and other 
forms of gatherings where people would 
congregate are at present closed. That 
the epidemic has had a direct effect 
upon trade is expressed by all mer- 
chants. The weather too has been of 
such a nature as to discourage the buy- 
ing of Fall merchandise—considerably 
too warm for the extensive sale of boots. 

Everybody is of the opinion that as 


soon as cold weather sets in more busi- 


ness will be done and shoe merchants 
will be given an opportunity to close out 
big stocks of seasonable styles. 


Public Familiar With New 


Regulations 


Through the good co-operation of the 
local newspapers in bringing about a 
definite understanding of all the de- 
tails regarding the Government regula- 
tions, most of the public are informed 
of the exact status of shoe styles, prices, 
etc. The merchants are no longer 
called upon by curious customers to 
explain every angle of the situation, as 
they already have learned that they 
can buy all the shoes they need at prices 
above $12 if they feel inclined to choose 
shoes in that class. 


Browns Continue in Demand 


Russia tan calf with military heel 
continue in favor as the most widely 
indemand. Two-tones are going strong. 
Black satins are moving actively, as 
are black kids and brown kids. 


Overgaiter Demand Largest in 
History 


Almost every store, with mighty few 
exceptions, is experiencing an unpre- 
cedented call for spats or boot-tops. 
The spat fashion is seeming to grip the 
public at this time, and the more dis- 
tinctive the style the more it is wanted. 
A number of stores, failing to foresee 
early enough the great popularity of 
this kind of merchandise, find their 
spat stocks entirely depleted, and are 
having difficulty in replacing them, as 
the market is short. At no time in its 
entire history have so many customers 
crowded into the Morrison Boot Shop, 
for example, as in the past few weeks, 
principally because of the effective 
manner in which it displays Tweedie 
Boot Tops. 


S. J. Cohn with A. B. Shoe 
Company 


Mr. S. J. Cohn, for three years buyer 
of the shoe department of Espenhain’s 
Department Store, Milwaukee, and 
previously located for seven years with 
State Street department stores, has 
joined the A. B. Shoe Co., 26 S. Wells 
Street, specialists in shoe job lots. 
Mr. Cohn will act in the capacity of 
buyer for this rapidly growing house. 


Sam Jennings in the Army 


Mr. S. M. Jennings of the Polay- 
Jennings Fixture Co., 1009 Blue Island 
Avenue, manufacturers of shoe fixtures, 
has gone to Camp Grant. W. E. Hughes 
has succeeded Mr. Jennings as manager 
of the concern until the latter returns. 
This company has just added another 
floor to its factory and made other 
extensive improvements. 


The National India Rubber Company, 
at Bristol, R. I., will maintain a co-opera- 
tive store for the benefit of employees, 
where everything will be sold at 
cost, of course, including expenses of 
handling. 
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Lynn 


$400,000 Worth Sold and Order 
Books Closed 


Showing the state of the shoe trade 
in Lynn at the time of writing we cite 
the case of a shoe firm that has sold 
$400,000 worth of shoes during the 
past two weeks; as it has on its books 
orders for the maximum number of 
shoes it can make, it has closed its 
order books. 


White Shoes Will Lead for Easter 
Sales 


“White shoes will sell next Easter 
time in greater volume than ever be- 
fore” predicts a specialist on white 
footwear. “White, always the bright 
color, and the healthful color, will be 
the only bright color of fashion allowed 
by the regulations next Spring and 
Summer. 

‘However, I’ll deal with facts, rather 
than theory, and say that our sales for 
white shoes for next year already have 
broken previous records.” 


Shoes Cost More but Are Better 


“Shoes may cost more” said the 
salesman. “But they never were of 
better quality. When I began in the 
shoe business, I featured a white canvas 
shoe, unlined, at 95 cents a pair. It 
was my first effort, and I was proud of 
it. These days, $3.65 is the lowest 
price for the white shoes that I carry. 
And I am firmly convinced that the 
buyer gets vastly more satisfaction 
from my $3.65 shoes than she did from 
my 95 cent shoes.” 


A Steady Trade on Service Shoes 


“We added a line of women’s war 
service boots to our production a while 
ago” said the sales manager of a Lynn 
firm, “‘and we find that we are getting 
a steady trade in them, with repeat 
They are the plain, substantial 
military type shoes, not much to talk 
about in the light of style. But as 
sellers they are as reliable as was 
grandfather’s eight day clock.” 


orders. 


Slim Toe Shoes for the Spring 


The best selling last among Lynn 
lines is that with the slim toe, and the 
vamp 334 inches long, or thereabouts. 
Lynn manufacturers must stick to this 
last, because the regulations forbid them 
to secure new lasts. And if you pin 
one of them down in a corner, they may 
admit that, for certain strategic reasons, 
they are glad to stick to this last. 


350 Cases of Oxfords Wanted on One 
Order 


“Oxfords seem to be our best sellers’ 
said a salesman for a representative 
Lynn firm, making women’s welt shoes. 
“‘For instance, here is a bunch of orders 
for Spring and Summer shoes, and if 
you will glance over them you will see 
that they call for oxfords chiefly. For 
instance, here is one order for 350 cases 
of shoes, and every one of them will be 
oxfords.” ‘ 


25,000 Pairs Cut and Waiting to be 
Made 


Another report, showing the present 
state of the shoe trade, is that of a 
Lynn firm which has 25,000 pairs of 
shoes cut ahead, and waiting to be 
stitched, lasted and made into shoes. 
The superintendent estimates that 
10,000 other pairs of shoes are delayed 
in the works. 

One reason for the delay in the mak- 
ing of shoes in this shop is the large 
number of shoemakers who were out 
sick. This cause is now disappearing, 
for the epidemic is passing. However, 
the demand for shoes is greater than is 
the capacity to make them. 

SG 


Earned $42.00 by Saving Waste 
Paper 


One Lynn firm, joining in the econ- 
omy movement, put a waste paper baler 
in its factory, and into it dumped the 
waste baskets, and the miscellaneous 
bits of paper that gathered around the 
workrooms, such as the newspapers 
that the shoemakers brought in and the 
wrapping paper from bundles. For- 
merly this paper was burned in the 
power plant. But it is now baled, and 
when one lot of it was sold the other 
day it brought $42. 


Banker Becomes Cut Sole Maker 


Ralph C. Broad has resigned as 
treasurer of the Security Trust Co., of 
Lynn, to take up the cut sole business 
with Stephenson & Osborne, Sea Street, 
Lynn. 


Shoe Firm Takes Stocking Factory 


Marston & Tapley Co., Inc., has 
taken the factory of the Berlin Knitting 
Co., Danvers, makers of stockings, and 
will operate it as its No. 2 factory, in 
addition to its main factory on Locust 
Street. It will double its output of 
welt and McKay shoes for heys and 
youths. 

The new shop taken by Marston & 
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Everybody in the SHOE TRADE 
knows us eriginators of labels 






for Shoe Cartons. Send for sam- 
ples which speak for themselves 
















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details ef 
eur Special Printing Service for 
the Boot and Shoe Trade. 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961. 























CATALOGUES 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 













“A Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


MAKERS OF HIGHEST GRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 
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FILLED IN--SIGNED-- 
MAILED. 


( F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
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Tapley Co., Inc., is a new factory, of 
brick, mill constructed, 40x170 feet, 3 
stories, with a first-class modern equip- 
ment, and in all respects excellently 
adapted for shoemaking. 


Crime Against United States Is 
Stealing Shoes 


Michael Conza, of Lynn, was arrested 
on a charge of receiving 38 pairs of 
shoes alleged to have been stolen from 
a freight car. As the freight car is in 
the care of the United States Govern- 
ment, it having been taken over the 
railroads, Conza was bound over in 
the sum of $5,000 to make his appear- 
ance before the United States circuit 
court. 

Army Contract 


Cass & Daley Shoe Co., of Salem, 
have joined the Army shoe contractors, 
Mr. Cass, president of the company 
having returned from a trip to Wash- 
ington with a contract to make 50,000 
pairs of Pershing shoes. One of the 
Cass & Daley factories will be devoted 
to the making of the Army shoes, and 
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the remainder of the plants will be kept 
running on the Cadaco lines of shoes 
for the civilian trade. 


Black Leather Mostly 


Tanners of Peabody are making black 
leather chiefly these days. As the 
makers of leather finishes report an 
increasing demand for black finishes 
from the leather trade generally, it is 
probable that the production of black 
leather is larger than common all over 
the country. 


$1,000 Bond Club 


Every firm in Lynn, making shoes, 
leather and allied products, joined the 
$1,000 Liberty Bond Club, which 
signifies that each one of them bought 
$1,000 worth or more of Liberty Bonds. 
A number of factories posted 100 per 
cent signs, showing that every employee 
had subscribed for a bond. The 
Creighton and the Walker shop crews 
were leaders in the contest to see which 
of the shop crews of the city would buy 
the largest number of bonds. 


New York City 


Surprise Spurt in Business 


The unsettled condition of the 
weather combined with the prevalence 
of the influenza epidemic, continues to 
affect business in the big city. Several 
of the merchants, however, report that 
business took quite a surprising spurt 
last Saturday with the demand covering 
every variety of footwear. Men’s lines 
were especially good in both civilian 
and military styles. 


A Question 


In many of the windows along Fifth 
Avenue and Broadway, the appearance 
of the button shoe, along with many 
much newer styles, inspires the question 
on the part of the public of where do 
they come from? Are they a part of 
the new stock or are they lett-overs 
which the merchant is anxious to clear? 
These buttoned lines run in blacks, 
suedes and suede and calf skin combina- 
tions. The buttons run both plain and 
fancy. 


Instal Men’s Shoe Department 


Brill Brothers, men’s wear dealers, 
have installed a men’s shoe department 
with quite a complete line. There is an 
inclination on the part of all men’s 
wear merchants to put in a shoe line in 
the place of some other on which the 
trade has slackened up. Manifestations 
of this trend have made themselves 


evident in other parts of the country 
from time to time. Men’s wear mer- 
chants with the reduction of the pur- 
chasing power of their clientele due to 
the draft, have been scouting around 
for some way out. They have been 
experimenting with the elimination of 
various lines and have for some time 
suspended their decision as to just what 
lines to substitute for those discarded. 
Shoes appeal to the majority of those 
merchants today, as the most logical 
substitute. 


Leaders in Evening Wear 


The report is current that the fancy 
evening slipper is not selling. In former 
years along about this time, sales were 
very active in gold, silver, pink and blue 
—indeed all fancy shades of ball and 
opera slippers sold very well. This 
year there is absolutely no demand for 
this line. The black satin pump and 
colonial are the big leaders in evening 
wear. 


Staple Lines Selling Strongly 


There is every indication that the 
ensuing weeks will be big ones for the 
staple lines such as black boots in kids 
and calf skins. Merchants on the 
side streets report a growing demand 
as well as insistent calls for the Cuban or 
the military heels. The curve of de- 
mand may be swinging around to the 
sensible heel in preference to the Louis, 
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but the indications at present are not 
by any means strong enough to permit 
the conclusion that the present call for 
the Cuban heel has more than local 
significance. 


Spat Education for Clerks 


Many merchants have organized their 
selling forces with the thought of getting 
the most out of the current more or less 
active trading in spats. Many mer- 
chants have overlooked good bets in 
the handling of this line. In the average 
establishment the members of the sales 
force proceed on assumption that the 
spat is a side line anyway and since it 
sold at one-third or one-half the price 
of shoes, the consumer is entitled to 
one-half or one-third the attention given 
the shoe purchaser. The merchant 
alive to the potentiality of the past 
business, cautions his clerks to be as 
careful fitting the spat customer as he 
is fitting the expensive shoe customer. 
These live merchants also, with their 
early Fall business in oxfords, introduced 
the spats together with these oxfords 
and thus sold a good many of the 
combinations. 


$20.00 Shoes Selling Well 

While a great many of the merchants 
are still talking about the new style 
limitations and price regulations, some 
are for the time being conducting their 
Fall and Winter selling campaigns on 
the basis of let the future take care of 
itself. These merchants report that 
they are selling as many $20 pairs of 
shoes as they ever sold and that the 
demand is not at all on the decline. 
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Indeed some of their customers have 
been inquiring whether it will be possi- 
ble for them to get footwear made to 
order when the expensive grades are 
no longer available. Of course this 
condition is true only of the high-grade 
shops on Fifth Avenue. 


Christmas Business Plans 

Retailers are all guessing as to just 
what to do to get Christmas business. 
Naturally everything depends on the 
weather, but they are all inclined to 
feel that it will be good business judg- 
ment to start the business-getting 
campaign very early and thus syncro- 
nize their business with the general 
holiday trading, which according to the 
Christmas Regulations of the War 
Industries Board is supposed to be 
spread over a period of three months— 
October, November and December. 
Many of the retail establishments in 
New York are proceeding on that 
basis and hence it would be well for 
the shoe merchants to fall right in step 
and get the benefit of the general 
shopping activity. 


Heavy Winter Footwear 
Some of the manufacturers report a 
big influx of orders for heavy winter 
footwear in all lines. Comfort lines are 
also active. Big trading is expected in 
house, bath and boudoir slippers. 


Current Newspaper Advertising 

Current newspaper advertising in the 
daily papers covering shoes has dropped 
off considerably. This would indicate 
that retailers are conserving space for a 
grand splurge for holiday business. 


Cincinnati 


Retail Shoe Merchants’ Meeting 
Postponed 


A meeting of the Cincinnati Retail 
Shoe Group which was to have been 
held last Wednesday was postponed 
according to the following notice which 
was issued to members: “Owing to 
the Spanish influenza epidemic, by 
order of the Board of Health, the regular 
meeting which was to have been held 
on Wednesday of this week will be 
indefinitely postponed.’’ No call had 
been issued for the meeting, and there 
was no expectation among dealers that 
a meeting would be held under the 
circumstances. 


William Wiseman of Hamilton, 
Ohio, Succumbs to Influenza 


Among the victims of the influenza 
epidemic during last week was that of 
William Wiseman, manager of the 


Miami Shoe Company, Hamilton, Ohio. 

“Billy’’ Wiseman, as he was familiarly 
known in Hamilton, was one of the most 
genial and painstaking, as well as one 
of the most successful, Ohio merchants. 

For twenty years, (excepting 1907- 
1908) he had been with the concern. 
For some years, he had been one of the 
directors of the corporation and upon 
the retirement from active management 
of Henry Hagemann, now secretary of 
the Ohio Retail Shoe Dealers’ Associa- 
tion and head of the Insurance Depart- 
ment of the National Shoe Retailers’ 
Association, Mr. Wiseman was made 
manager of the two stores owned by 
this company in Hamilton. 

He was a prominent Elk, and the 
funeral services were conducted under 
the auspices of his lodge. Mr. Wise- 
man leaves a widow and two children 
to whom he was unusually kind and 
indulgent. 
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High Quality Shoe 
Laces for the Manu- 
facturing Trade. 
Write for Samples 
and Prices. 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - Mass. 











“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 
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“THE RIGHT LACE 
PERFECT CASE” 


Transparent Celluloid and 
Dust-proof cover (patented) 
Send for Samples and Prices 
GORDON MBG. CO. 
285 WEYBOSSET ST. PROVIDENCE, R. 1. 
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Insoles of all kinds 


Made by the House that 
makes good on deliveries 


Our brand is in demand 
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WANTED 
Where to Buy ‘rvizs 
An extra editorial service to Recorder 


readers, free for the asking, with au- 
thentic information on current problems. 
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Where to Buy 


Women’s and Children’s Shoes 

























The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 
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" COLUMBUS POLISH MFG.CO. inc 


23 BEAVER ST. NEW YORK 
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throughout South America means “These 
goods are the best of their kind for the 
South American market.” 











QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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DO YOU KNOW?: 


that you can buy it—or 
sell it — through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting i diate ds 
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Boston 


Conference of Shoe Manufacturers, 
Saturday, October 26 


A conference of shoe manufacturers 
regarding price regulations relative to 
the use of serial numbers, class letters 
and the uncertainty as to the working 
of some of the provisions, will be held 
at the rooms of the New England Shoe 
and Leather Association, Boston, at 11 
o'clock today, October 26. J. Franklin 
McElwain and Frank R. Briggs, mem- 
bers of the Shoe Manufacturers War 
Service Committee, will be present and 
will be glad to interpret any doubtful 
points. Messrs. McElwain and Briggs 
have recently returned from the Atlan- 
tic City meeting of manufacturers, 
wholesalers and retailers held on 
October 23. 


Death of Matthias Brock 


Matthias Brock of Roxbury, who was 
identified for more than forty years with 
the development of the shoemaking in- 
dustry and particularly with the inven- 
tion and improvement of the bed lasting 
machines for welt shoes, was buried on 
October 22. Mr. Brock had attained 
his seventy-fifth year and was well 
known in the trade. He was associated 
with the United Shoe Machinery Com- 
pany and a number of patents on shoe 
lasting machines were granted to him. 
He was always identified with educa- 
tional and charitable activities. He is 
survived by five children, who are the 
Rev. Henry M. Brock, S. J., of Wood- 
stock College, Maryland; Edward L. 
Brock of Beverly, Robert J. Brock of 
Kingston, Fred L. Brock of Boston and 
Mrs. Cornelius A. Page of Boston. 

Many foreign buyers are cabling and 
writing to Boston relative to American 
leather markets. 

Donnell, Mudge, 


Carman & Inc., 


sheepskin merchants of 19 South Street, 
Boston, Mass., are opening a new tan- 
nery in Peabody. 





Death of Lieutenant Brown 


Lieutenant Stafford Brown, son of 
George W. Brown, a retired leather mer- 
chant and former member of Brown and 
Fiske of Boston, was recently killed in 
France, where he was serving as an 
aviator. 


Death of Louis Lipson 


Louis Lipson, a sole leather dealer at 
112 Beach Street, for the past two or 
three years, died suddenly at his home 
on October 14, after a very short illness, 
and his wife also died about twelve 








hours later. 
years of age. 


Mr. Lipson was about 32 





William H. Walsh with the Salada 
Tea Company 


William H. Walsh, otherwise known 

s “Billy” to his many friends in the 
trade has joined the forces of the Salada 
Tea Company, Boston, as general ad- 
vertising manager in the United States. 
Mr. Walsh is a well known publicity 
expert, having for about three years 
been connected with the Publicity De- 
partment of the United Shoe Machinery 
Corporation and acting as advertising 
manager of the Eastern Steamship lines. 
“Billy” Walsh is well-known in news- 
paper circles, although in recent years 
he has been more in touch with the 
publicity than with the reportorial field. 














WILLIAM H. WALSH 


General U. S. Advertising Manager, 
Salada Tea Company 


For years, he was publicity agent for 
various theatres and amusement enter- 
prises in Boston, Providence and New 
York and previous to that he was at- 
tached to the Herald and Traveler. 
Globe and Post as reporter and political 
writer. The “Recorder” wishes him 
every success in his recent appointment. 


Inspector of Sheep and Goat Skins 


Ernest L. Adams, formerly of Stone 
& Timlow,Co., sheep-skin tanners, has 
been made local inspector of sheep and 
goat skins, succeeding Walter Williams, 
who is now an assistant to Mr. Shotwell, 
and located in Washington. 


A Correction 


By a mistake in the advertisement of 
The Holters Company in iast week’s 
issue of the “‘Recorder,’”’ style number 
143 was listed at $5.35, when it should 
have been $5.60. 
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IN-STOCK MEANS IN-STOCK WITH THESE 
QUICK-SELLING STYLES -- ORDER NOW 


Stock No. 
491—Battleship Gray Kid, 9- ana Lace, Plain Toe, 
r Louis Heel, Welt. toD 


the: 
0491—Mouse oo Kid, ‘90-inch Mn Imitation Tip 
Leather Louis Heel, Welt. AtoD . 
418—Pat. Leather, 84-inch Lace, Chamois 7. 
Top, Plain Toe, Leather Louis Heel. AtoD.. 4.75 
ete a Calf, 9-inch Lace, Tip, Military 
Heel " 
a wee | car “3 isinch Lace, Tip, Military 
Heel. oD.. -« 





At 
p-tieas Calf, 844-inch Lace, Imitation Wing Tip, 
Cuban Heel. A to D 5.00 
3.50 
ao~teen , &- Kia Lace, Brown Buck Top, 


Imitation Tip, Military Heel. A toD 4.75 
ae Buede Lace, Covered Louis Heel. ane 


B - 6.00 
oa Suede Lace, Covered Louis Heel, Turn. on 
4.00 


me... Ay yen Heel. c. - 4.00 
449—Havana Brown wo 9-inch im Brown Cloth . 


Top 

448—Same with Cuban Hea. BtoD 

446—Black Kid 9-inch Lace, Gray Cloth Top, 
Leather Louis Heel. B to D 


Stock Styl 447—Same with Military Heel. B to D : 
N. i. 478—Black Kid 8}4-inch Lace, Black Kid Top, Stock Style 


No. 464 White Welting, Cuban Heel. B to D No. 491 


564 ATLANTIC AVENUE 


THE BOARDMAN SHOE CO. BOSTON, MASS. 
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SK any man in the shoe and leather 
trade where to stop when in 
Boston and you'll get the tip to stop 
here. Few are the “boys” that have 
never entered the Essex and enjoyed its 
facilities for the prompt transaction of 
business. The up-to-dateness of its 
appointments and its unsurpassed loca- 
tion make it the first choice of those 
whose time must be made to count. 


An Ambitious Retailer 


called to ask our opinion regarding his 
opening another store. 


A study of his statement and our ledger 
information disclosed the fact that his 
finances did not justify the venture. 


We showed him that he was sure to fail if 
he undertook the second store and he left 
us, grateful for the advice and guidance 
that we had given him. 


By helping retailers we are helping business. 





Hotel Essex 


BOSTON 
DAVID REED 


Manager 


The Credit Clearing House 
‘“*Builder of Better Credits” 


Offices in all important cities 


Executive Offices: 440 Fourth Ave., New York, N. Y. 
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BOOT AND SHOE 


WO of HARNEY'S 
Fall numbers now 
obtainable from 


C. E. Wethey Shoe 
Company 
78 Reade ‘Street 
NEW YORK CITY 


Specifications 





Stock No. 1064. (Illustrated). | Nine-inch 
Battleship Gray Kid Polish with Gray Cloth 
Top. Three-quarter Foxed. Imitation Stitched 
Tip. Square Throat. Eighteen-eight Leather 
Louis Heel. Seventeen Last. 


Stock No. 1063. ‘Same shoe as described 
above but with Thirteen-eight Military Heel. 


RECORDER 


Battleship Gray Kid 
with Gray Cloth Top 


P. J. HARNEY SHOE COMPANY 
Lynn, Massachusetts 


Boston Office and 
Salesroom 
183 Essex Street 


Coast Distributors 
H. S. BELL & COMPANY 
Los Angeles 


55 
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Yy 
Beacon Shoes Give a Dealer 
an Advantage Over Local 
Competition | 


BEACON SHOES have the snap that attracts 
attention. The styles are wide in their range, 
appealing to the big majority of men. 


BEACON SHOES wear well and fit well and 
this means satisfaction and repeat orders— 
customers coming back. 


BEACON SHOES are advertised; in news- 


papers, bill boards and with displays that are 
unique and resultfull for the dealer. 








If there isn’t a Beacon Agency in your 
town ask us for particulars. 

















F-M-HOYT SHOE CO: 


MANCHESTER -N°H- 
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Speedwell Shoes—Popular 
Priced for the Majority 


Purse 


These shoes naturally permit quick turn-overs 

for the reason that their styles and prices are 

built and estimated to suit eight men out of 

ten. 

With price advances on all lines of men’s foot- 
wear, Speedwell Shoes offer the merchant an. 
opportunity to keep one line in the quick- 

moving class zone. 














Our agency proposition protects and helps the 
dealer—Why not write for details? 


MUM 


( F-M-HOYT SHOE CO 


MANCHESTER -N:H: 
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BOOT AND SHOE RECORDER 


The Season’s Best Sellers 
Ready to Ship 


Get our new folder just issued 
of over fifty snappy styles 
in stock. 


Your efficient retailing organization, 
aided by our great source of supply, 
will place you in a position to de- 
mand and secure a big volume of 
trade. 


Price 


5056—5.25. Grey}Kid, cloth top, welt, A-D 
5057—5.25. Mouse Brown, cioth top, welt, 
A 


5094—5.25. Brown Kid, cloth top, welt, A-D 


All the abové are plain toe and have white 
Ivory welting. arried with military heel 


“She 


baanatar: - Roth Shoe 
Footwear ‘Spediities 
1251 Wost Sixth Street~> 
Cleveland Oltio 
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MAYER HONORBILT SHOES have a name, a 
reputation, a prestige, that make it easy for the 
dealer to sell them. 





HAT is why MAYER HONORBILT SHOES 
build permanent and profitable trade for the 
thousands of dealers who have handled them 


for years. 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 
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TRY THIS! 


It isn’t hard to balance your Shoe 
Stocks if you use the right sort of mer- 
chandising and advertising methods. 


We are furnishing some of the best and 
largest Retail oe Merchants with 
ideas, suggestions, window-trims, illus- 
trations, ad copy, layouts, price tickets 
and business counsel which is producing 
— profits for them. We can do it 
or you too—and prove it! 

This is a business-building Service which 
sends its members new material and 
full working ideas every month. Only 
one Merchant in each town can have 
this exclusive franchise. It will pay 
you large returns to send for full details 
right now. 


Pin This Ad 
To Your Letterhead 
And Mail To Us 


TRY IT 
Merchants Bufiding Service 
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No. 198 


OUTING Last 
Blk. Gun Met., A grade 


$4.00 


BOOT AND SHOE RECORDER : 59 


No. 425 
OUTING Last 
Brown Side 34.35 


No. 453 
OUTING Last 
Blk. Gun Met., B grade 
$3.75 





OUTING Last 
No. 496 Blk. Gun Met. Oxford, $3.30 
No. 498 Blk. Kid--- Oxford, $3.45 
No. 497 Brown Side Oxford, $3.50 


The OUTING Last is having its 
INNINGS. 


One of our FIRST INSPIRATIONS; 
designed and executed for the needs 
of the GROWING GIRL. 


TODAY, the GROWN GIRL, as well, 
clamors for this POPULAR SHAPE, it 
being closely allied to the so- 
called SERVICE BOOT. 


We have been overwhelmed with 
orders on this POPULAR LAST, but we 
are making a daily "5 mile gain om a 
20 mile front", and can give your or- 
der early attention if you send it 

TODAY. 


ree 





Main Factory 
-MANCHESTER, NEW HAMPSHIRE 
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WHAT IS THE IDEAL 
RETAIL SHOE STORE 
LIKE? 


—It has a stock big enough to meet 
every reasonable demand, yet not so big that it 
eats up all the profit in invested capital. 


—TIt sells shoes that are “‘fast movers,” that do not 
need constant pushing on the part of clerks, 
many of whom are today inexperienced. 


—It gets prompt service and intelligent help from 
the manufacturer. 


—It has a very small loss through duplication 


and “carry overs.” 


It is the store that concentrates its buying on one line in each 
grade instead of scattering it over many lines. 


Let us show you how such concentration on lines like the Red Cross 
Shoe will enable you to make your store the ideal retail shoe 


store. 


Write today for an interview. No obligation on your part. 


The Krohn-Fechheimer Co. 
639 Dandridge Street .°. Cincinnati, Ohio 
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Model No. 520 
White stitching 
addsapleasing 
style touch to this 
simple pump of 
glazed kid. 


Model No. 521 
A trim-looking ox- 
ford on the combi- 
nation last—snug- 
fitting heel with 
more than usual 
room across the 
ball. 


> 


3 





s. Umerca_—TODAY! 
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HESE attractive Red 

Cross Shoe models 
for Spring, 1919, are 
made in accordance 
with request of 


iThe Economy Section 


of The War Indus- 
tries Board 


They will be featured 
in the national maga- 
zines read by the wom- 
en in every dealer’s 
community. 











Model No. 523 
A charming varia- 
tion of the dull kid 
oxford. Rather un- 
usual in design but 
wholly refined. 


“Bends with your foot’ 
Trade Mark 





Model No. 524 


In these busy days, 
women will wel- 
come the combined 
smartness and com- 
fort of this patent 
oxford. 





Model No. 544 
This very dark 
brown kid oxford 
with its sensible 
Cuban heel, perfo- 
rated tip and vamp 
line, is indeed 


‘charming. 
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Of course you’re interested in building 
up your business. That’s easy with 


Keith’s Konqueror Shoes 


For Men and Women 


SOOCCCOG 


Every model is abreast of the times 
from the style point of view and is in- 
tended to provide the maximum service 
and satisfaction. 


SELECTED STYLES IN STOCK 


THE PRESTON B. KEITH SHOE COMPANY 


Brockton, (Campello Station), Mass. 
N. B.—Interest Yourself in Unlocked Process Shoes 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex St. 
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is well named. The word “Trojan” at once 
suggests firmness, tenacity and endurance. 


This new beautiful white shoe cloth has these 
qualities to a marked degree. It is firm, 
durable and tenacious— will hold its shape 
indefinitely and will wear better than leather 
—while costing less. 


Specify it in your orders. 


W. A. Lippincott Co. 


315-17-19 ARCH ST., ™¢ Schmidt Bldg. 
PHILADELPHIA, PA. 


CINCINNATI - BOSTON -_ ST. LOUIS 
713-15 Sycamore St. 78 Lincoln St. 1602 Locust St. 
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No. 517—TROOPER 
Circular Bal, Cherry Red Shade, Calf - 
Vamp and Top, Trooper Last, 1-inch Sttcee.., 
Broad Heel, 12 Iron Single Sole. Car- “Lees 
ried in Sizes 5 to 11; Widths 1, 2, 3, 4. 


$6.35 


CRAWFORD — The Dependable Shoe! That is the greatest asset 
we have. Dependability is the biggest thing that you can buy today. 


It is no secret that the unusual growth of our business is the 
result of the Confidence that merchants have in shoes stamped 
CRAWFORD. Confidence that the Value is There; Confidence that 
our Styles are Right. “a> 


Value give your customers the kind of Service that will make them 


| In these days of changing standards, let the Crawford Line of Known 
permanent customers! 


CHARLES A. EATON COMPANY 
IL BROCKTON, MASS. 
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Shows actual 

trims of some of 

the country’s 
largest.shoe stores 
equipped with these 
beautiful fixtures. 
Valuable suggestions 
for all window trim- 
mers and. merchants. 
Shoe fixtures of all 
periods—of many differ- 
ent designs and sizes. In 
ivory, mahogany, wal- 
nut and gold—wood or 
glass fixtures and com- 
binations. 


MERCHANTS‘ 
Write for your Copy 


Hundreds of new, high-class shoe fixtures are shown—all designed by D. A. Polay—the 
acknowledged shoe fixture expert. The services of this specialist are at the disposal of 
all our customers in planning their windows. . 

Get this new catalog and see the latest creations in shoe fixtures. Fullest descrip- 
tion and prices. WRITE TODAY. 


Polay-Jennings Fixture Co., 1009 Blue Island Ave., Chicago 


No 505 l-inch thick French Plate Manufacturers of the WORLD'S FINEST Window Display Equipment 
Glass Adjustable Shelves , 


Morrison tHotel | 


Sample Rooms 


Unequaled for shoe displays. 
quarters of Chicago Shoe Travelers’ 


Head- 


Association. MORRISON - sample 

rooms are known for their bright and 

dustless appearance—they show your 

é . line to best advantage, 

The big Morrison Hotel is 
right in the center of all 
shoe activities. Merchants 
are near to the wholesale 
district. Manufacturers 
and salesmen are close to 
the retail center. You're 
right in the heart of Chi- 


Home of the Famous 


cago’s loop when you stay 


at the MORRISON. 


1,000 rooms at $2.00, $2.50, 
$3.00 and up, with bath, 
circulating ice water and all 
comforts in every room. 


"Portuce Garden 


‘‘Chicago’s Wonder Restaurant’’ 


which in physical beauty stands alone in America. Its en- 
tertainment has always been supreme in Chica, The 
All Star Ice Carnival is the last word in TERRACE 
GARDEN entertainment. It is an aggregation of the 
world’s greatest skaters. 


“THE HOTEL OF PERFECT SERVICE” 





